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A PROPOSAL 
FOR THE 
GIRLS... 


Yes, a new Non-Can pol- 
icy designed especially for 


business women. 





Now, in one scheduled policy: 


Total disability resulting from 
sickness or accident with these 
additional coverages available... 





1. For partial disability due to 
accident. 


2. For total disability due to cer- 
tain specific travel accidents. AND IT HAS 


3. For accidental death or for THAT PRICELESS 


specified accidental loss of 
hands, feet, eyesight. RING 


4. For hospital expenses includ- 
ing operating room, drugs, e It’s NONCANCELL- 
x-rays, laboratory fees, ABLE and GUARAN- 

5. For surgical fees. TEED RENEWABLE 

to age 65. 

6. For medical and hospital bills 
resulting from an accident e There is no average 
not covered by other benefits earnings clause. 
above. 

e Insured does not have 

And, in addition: to be house confined to 

Union Mutual will pay any receive benefits. 
premium that becomes due 
during total disability that has e There is no aviation 
continued more than 90 days exclusion clause. 

and refund any paid during 
that 90-day period. 
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Rolland E. Irish; President « John R..Carnochan, Vice President in Charge of Agencies 
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"EVER FEEL LIKE you were walking a tightrope? I did 
once. It was always a challenge to me whether or 
not I would make it to the end of the tightrope 
that stretched from one paycheck to the next. 
You see, the security of my job seemed about as 
permanent as the moment. That's when I learned 
the importance of looking into company stabili- 
ty before accepting a job. 


"I LEARNED my lesson well. And today, I have 89 years 
of stability behind me--in a company that has 
consistently grown and expanded through wars 
and booms and depressions. The Union Central 
Life Insurance Company, operating in 46 states, 
the District of Columbia and Hawaii. A major 
company with more than two billion dollars of 
life insurance in force. 


"SURE, I KNOW there's always a market for life 
insurance, regardless of economic conditions. 
But you've got to know how to serve the market 
effectively. My company does--provides a com— 
plete line of low-cost policies issued from 
birth to age 70 to meet every individual life 
insurance need. And it constantly develops new 
ways to meet changing times and changing needs. 
Good reasons why The Union Central is sure to 
remain among the top ten companies in average 
size of sales. Also good reasons why I've got 
a lot of good years ahead." 


JOB STABILITY, is just one of Union Central’s many career advantages. 
Others include: choice of job location; thorough, effective 
training facilities; liberal retirement and pension plans; un- 
limited opportunities for advancement, in sales, management, 
administration. In addition, The Union Central actively supports 
its men in the field with scientific prospecting procedures, a wide 
variety of sales presentations to fit every type of market, research- 
tested promotional material—whatever the agents need to 
stimulate interest and conviction. So if you're interested in a 
career with a long-range future, drop us a line and we'll be glad 
to arrange an interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies — with over 
two billion dollars of life insurance in force! 





@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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N. Y. Life Makes 
Numerous Executive 


Advancements 


J. T. Phillips, R. C. Johnson 
Get Higher Rank, Six Others 
Are Named Vice-President 


New York Life has made a series 
of promotions, including James _ T. 





James T. Phillips Raymond C. Johnson 


Phillips to senior vice-president and 
chief actuary, and Raymond C. John- 
son to vice-president in charge of agen- 
cy affairs. 

Promoted to vice-presidencies were 
Lee M. Gammill, Ross McLeod, Earl.M. 
MacRae, John F. Ryan, Ronald B. 
Swinford, and Edward B. Williams. 
Charles E. Judson was promoted to sec- 
retary. Mr. Gammill and Mr. McLeod 
will continue as general counsels. 

Promoted to 2nd _ vice-presidencies 
were John M. K. Abbott, Manuel R. 
Cueto, Edward W: McPherson, Charles 
M. Sternhell and Edward H. Sweetser. 


New assistant vice-presidents will 
be Rollin F. Bennett in insurance re- 
lations, Guy L. Fairbanks Jr., in group 
insurance, Glen B. Gross in personnel, 
Tierney A. O’Rourke in group, John 
F. Regan, real estate and mortgage 
loans, Fred M. Rom, comptrollers, Jo- 
seph C. Sibigtroth in insurance re- 
search, and Adelbert G. Straub Jr., for- 
mer counsel, who is being transferred 
to the insurance relations department. 

Dr. Howard L. Hauge was promoted 
to medical director and Dr. Edward M. 
Freeland to associate medical director. 

Henry J. Bischoff Jr., was made an 
executive assistant in personnel and 
Paul Krenicky an administrative as- 
sistant in the group department. Stew- 
art Waring, Michael M. McKenney, 
John Poinier, Fred G. Kimball and G. 
Warren De Gelleke become directors in 
the agency department of multiple 
sales, advanced underwriting, broker- 
age sales, sales training, and A&S sales, 
Tespectively. They all had been man- 
agers. Also in the agency department, 
Leonard K. Pfiffner was made director 
of agency administration. He had been 
an executive assistant. John C. Wil- 
liams was promoted to director of office 
administration in the agency depart- 
ment. He was branch office supervisor 
for the mid-western division with head- 
quarters in St. Louis. In the group 





ONTINDUED ON PAGE 


Gillooly to Join 
Legal Staff of ALC 
at Chicago Office 


Commissioner Thomas J. Gillooly of 
West Virginia on Oct. 1 will join the le- 
gal staff of Amer- 
ican Life Conven- 
tion. He will be 
assigned to the 
Chicago office in 
the capacity of as- 
sociate counsel. 

Mr. Gillooly is a 
graduate of West 
Virginia  univer- 
sity law _ school 
and is a member 
of the West Vir- 
ginia and Ameri- 
can Bar associa- 
tions. He was engaged in private law 
practice in Buchanan, W. Va., after the 
war and was assistant attorney-gen- 
eral of West Virginia from 1949 to 1953, 
in the latter year becoming West Vir- 
ginia commissioner succeeding Robert 
A. Crichton, now president of Variable 
Annuity Life and formerly on the legal 
staff of ALC. 

e ® e 

Mr. Gillooly has been one of the 
most active members of National Assn. 
of Insurance Commissioners, especially 
in the life and A&S fields. He is a 
member of the executive committee, 
chairman of the life committee, and 
chairman of Zone 2 of NAIC. 





Thomas J. Gillooly 





Conn. General Puts Off 
Moving until Spring 


Connecticut General has put off un- 
til spring the date for moving into the 
new home office at nearby Bloomfield, 
Conn. A winter date had been set origi- 
nally. 

President Frazar B. Wilde told em- 
ployes that, while progress of the new 
building has not been hindered by any 
one thing, a combination of factors has 
caused enough delay to prompt the 
company to plan to move in the spring. 

The new home office, designed to ac- 
commodate 2,000 employes, will con- 
solidate operations now being carried 
on in five places in Hartford and Weth- 
ersfield. 


|e NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Republic National to 
Vote on 5 for 1 Stock 
Split, 200% Dividend 


Stockholders of Republic National 
Life will vote at a special meeting Oct. 
29, on a proposal to split the stock five 
for one, changing the par value from 
$10 to $2 per share. 

Stockholders will also vote on a pro- 
posal to increase the capital from the 
present $467,270 to $1,401,810 by de- 
claring a 200% stock dividend. This 
would be done by transferring $934,540 
from surplus. 

Total number of shares outstanding 
would be increased from the present 
46,727 at $10 per share to 700,905 at $2. 

Theodore P. Beasley, president and 
chairman, said the company’s growth 
and record attainment of $1 billion of 
insurance in force was the reason be- 
hind this action. He said that capital 
and surplus as of June 30, 1956 amount- 
ed to $4,387,183, and that operations 
during the balance of 1956 should ma- 
terially increase this total. The stock 
dividend and split will provide greater 
flexibility and enable more people to 
become shareholders, Mr. Beasley said. 





Government to Report 
on Costs of Group and 
Pensions for Workers 


The life insurance business has sup- 
plied some information for a Labor 
Department study of problems involved 
in employing persons at the older ages. 
The department is expected to issue 
soon a report based on material ob- 
tained relating to the costs of pensions, 
group life and A&sS. 

Life insurance representatives dis- 
pute the claims of many employers that 
the alleged high cost of such coverages 
is their reason for not employing per- 
sons over 45 years of age. In fact, the 
study reportedly will show that em- 
ploying a young man and placing him 
under a pension plan and group con- 
tract costs more over a period of years 
than employing an older person would. 

Insurance representatives say the 
insurance business, particularly those 
segments engaged in the pension, group 
life and A&S fields, have been made 
scapegoats by employers. 











Frederic M. 
1: Peirce, newly ap- 
pointed managing 
director of 
-LIAMA, (second 
from left) is 
shown receiving 
c ongratulations 
from Stanton G. 
Hale, vice-presi- 
dent for sales of 
Mutual of New 
York and _ ~»presi- 
dent of LIAMA. 
Lewis W. S. Chap- 
man, LIAMA di- 
rector of company 
relations, (left) 


and S. Rains Wallace, director of research, look on. Mr. Peirce joined LIAMA 
in 1947 and has been director of institutional relations since June. He succeeds 


department Anthony F. Noll Jr., was Charles J. Zimmerman, who now is president of Connecticut Mutual. 


60th Year, No. 38 
September 21, 1956 





Name J. H. Ditman 
to Succeed Moore as 
President of LOMA 


Some 1,000 Representatives 
of Member Companies Attend 
Annual Meeting at Chicago 


A banquet honoring retiring man- 
aging director Frank L. Rowland was 
the highlight of 
the three-day an- 
nual convention of 
Life Office Man- 
agement Assn. this 
week at the Edge- 
water Beach Hotel 
in Chicago. Nearly 
1,000 representa- 
tives of the 322- 
member group at- 
tended. 

J. Howard Dit- 
man, __—vice-presi- 
dent and comp- 
troller of New York Life, was elected 
president, succeeding Warren J. Moore, 
executive vice-president of Old Line 
Life. Peter McDonald, vice-president 
and secretary of Crown Life, replaced 
Mr. Ditman as first vice-president. 
Everett H. Lane, president of Boston 
Mutual, was elected second vice-presi- 
dent. 





J. Howard Ditman 


L. R. Woodard, formerly secretary- 
treasurer, was elected managing di- 
rector, replacing Mr. Rowland. The 
convention voted to change the by-laws, 
splitting up the secretary-treasurer job 
into two positions. The group has not 
named a secretary or treasurer yet. 

In paying tribute to the retiring 
managing director’s 32 years with the 
association, Edmund Fitzgerald, presi- 
dent of Northwestern Mutual Life, told 
those at the banquet that Mr. Row- 
land’s contribution to LOMA and the 
association’s growth have been “jointly 
successful, acceptable and useful.” 


Speakers heard during the three-day 
session were E. J. Faulkner, president 
of Woodmen Accident & Life; Herbert 
H. Carey, Philadelphia management 
consultant; A. B. Toan Jr., and James 
Gibbons, both of Price Waterhouse & 
Co. of New York; Arthur J. Tufts, 
LOMA assistant secretary; William F. 
Bardo, assistant secretary of Aetna 
Life; Devereux C. Josephs, chairman 
of New York Life; James R. Adams, 
director of ordinary agencies of Amer- 
ican National; and John S. Clarkson, 
personnel manager of Mutual Benefit 
Life. 

Mr. Moore opened the conference 
Monday morning with his presidential 
address which stressed that industry 
has recognized the importance of hu- 
man relations. “Employers are not 
treated as mere pickets in a fence, or 
cogs in a machine,” he said. “They are 
accepted as associates who have self- 
respect and self-confidence. And the 
result is not only a higher degree of 

(CONTINUED ON PAGE 21) 
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A WELL-BALANCED COMPANY 





ymbol of gt 
professional pride 
..- Life Insurance dedicated 


to the Public Service. 


HATA 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 











REINSURANCE 


A GOOD DAY’S WORK 


is done when you set up 
Reinsurance with “Employ- 
ers Re.” 

Age of many of our A & H 
Accounts runs into decades 
—good evidence of lasting 
satisfaction with Employers 
service. 





' 
EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th Sr. 


CHICAGO SAN FRANCISCO 40S ANGELES 
975 W. Jeckson 100 Bush St. 3139 W. 6th 





Claim Assn. Elects 
Wilks President to STOCKS 
Succeed Linthicum —, 


P P P P By H. W. Cornelius, Bacon, Whipple & ¢ 
Lee Wilks, vice-president of Lincoln ‘43,'§ pasalle St., Chicago, Sept. 18, a... 










National Life, was elected president of Previous Current 
International Claim Assn. at the 3-day Week's Bid Bid Askeg 
annual meeting in Hotel Chamberlain aetna Life ccs 173 168 
at Old Point Comfort, Va. Mr. Wilks Beneficial Standard ............ 175% 17% «4g 
succeeds Edwin Linthicum Jr., secre- C2l.-Western States. ......... = Fe 
: ~ Colonial Life .....ceeeseeee 103 96 199 

tary of the life, accident and group Columbian National .......... 85 85 
claim departments of Travelers. Commonwealth Life .. 21% 20% 
Other officers elected were Wallace ree a seeeent “ = 245 
Wessels, manager of the claim depart- FO". tie a. = . 
ment of Phoenix Mutual, vice-presi- Great Southern 78 7 9 
dent; Louis L. Graham, vice-president Gulf Life ...........00 30% 29 K") 
A ’ . Jefferson Standard «. 126 122 1% 
of Business Men’s Assurance, secre- Js City Life ......... 1330 1320 135 


tary; and John McAlexander, assistant jife & Casualty cecum 39 39% apy 
2 


secretary of Bankers National Life, Life Insurance Investors .. 14% 13% 4 
Lincoln National 












treasurer. be : 
: : TSSOULL ...esesesseseseseseenenseeesessnees , 2 

Elected to the executive committee \oiional L & A. . 
for 2-year terms were George W. Lane, North American, Ml... 22 (1% my 
Jr., manager of group and disability N. W. National Life ............ 75 4 68 
claims of Metropolitan Life, chairman; Ohio State Life eveeeoncesssecesee 215 216 
Walter T. May, assistant secretary of O14, bine Life annem _ 
a ° ys ary Southland Life «0... 96 94 
Massachusetts Mutual; John Kirken- Southwestern Life .. 96 95 102 
dale, claims manager of North Ameri- Travelers o...ssssssssssssss Re 682 66% 67, 
can Life of Toronto; and Howard J. sg gay Magee a pig = z 
LeClair, vice-president of Mutual Ben- West Coast Life mem: 48 46g 
efit H&A, and Mr. Linthicum. Wisconsin National ............ 53 5255 








Manhattan Cites Top Producers at Rally 


Sales leaders during the 18-month Smith, Seattle; Sol Langberg, New 
Manhattan Club qualification period York City; J. B. Rowe, Charlotte, and 
and top producers in the 3-month sum- F. A. Carchedi, Utica, N.Y. 


mer campaign were honored at Man- John A. Culbreath, Denver, who was 
hattan Life’s 5-day agency conference oldest general agent in point of service 
at Pocono Manor, Pa. when he retired after 41 years, and 


President Thomas E. Lovejoy Jr. pre- Max Harmelin, who retired after 20 
sented awards to the “winners at the years as general agent in Newark, re- 
opening night dinner. In addition to ceived honorary life memberships in 
the Manhattan Club winners shown in Manhattan Club. ; 
the accompanying picture, awards were James G. Ranni, general agent in 
presented to leaders in the summer New York City and Miami, and Alfred 
campaign, which was held in honor of Schlesinger, Irving L. Orland and Ro- 
Chairman J. P. Fordyce. They were the land Bertonneau, all of Los Angeles, 
Grosten agency in Los Angeles, lead- received group millionaire awards for 
ing agency in ordinary paid volume, sales to date this year. 
and the Stuart agency in Binghamton, Guest speakers were Superintendent 
N.Y., leading agency in paid group vol- Holz of New York and Henry S. Stout, 
ume. Agency winners by divisions were general agent of John Hancock in Day- 
Grosten, Fleming in Portland, Ore., ton, mayor of that city and former 
Spencer in Trenton, Miller in Char- trustee of National: Assn. of Life Un- 
lotte, and Mayberry in Fort Worth. Di- derwriters. Officers, general agents and 
visional awards to personal producers agents participated in six panel dis- 
went to R. L. Brown, Detroit; R. E. cussions. 





President Thomas E. Lovejoy Jr. of Manhattan Life presented Manhattan 
Club awards to leading agents and general agents at a 5-day conference at Po- 
cono Manor, Pa. Award winners shown (seated, left to right) are: Bernard B. 
Hoffman, general agent at Buffalo, first in personal paid volume; Mr. Lovejoy: 
Tom Connolly Jr., Sacramento, first to qualify for the club; Clarence Spencet, 
general agent at Trenton, first in personal paid premiums. Other winnets 
shown (standing, left to right) are Harold L. Regenstein, New York City, lead 
ing personal producer, new paid premiums and number of lives; Joseph 
Harmelin, co-general agent at Newark, leader in combined volume and lives 
Royal L. Brown, Detroit, leading personal producer, volume; Richard M. Gros 
ten, general agent at Los Angeles, first agency in ordinary volume, lives 
group life volume; and James G. Ranni, general agent in New York City, lead- 
ing agency in new paid premiums. Richard G. Nourse, Sacramento, | 
new agent, was unable to attend. 
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: July 23, 1956 
55 Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, IHinois 
kil Dear O’B: ; 
te, and As a Christian, I feel that thanks for blessings received are due 
first of all to God, But after the past three wonderful years I 
ho was cannot refrain from letting all of you wonderful people at Franklin 
service know how much I appreciate the part you have played in those 
rs, and years. 
fter 20 It is just three years since I moved into Western Minnesota, a 
re ” complete stranger, after many years spent in the retail business. 
nave ; Many friends of ours expressed doubt about the wisdom of the 
witha move, Judge for yourself on the basis of the facts. 
“Alfred Income for 1953 (about six months) .................. $ 6,607.00 
nd Ro- 1954 (including two months out for 
ngeles, traveling, and a wonderful 
rds for convention trip!) ...................... 9,090.00 
1955 (in spite of four months lost 
tendent ; time due to illness in the 
- Stout, Si lh Si sca aan 12,040.00 
re , 1956 Figures incomplete, but business for the year 
ormer 2 
fe Un- : already exceeds last year’s total! ; 
nts and Since my background is only very ordinary, I am especially 
el dis- grateful to Franklin for the opportunity to present those won- 
derful Specials. To me, our methods A merchandising are the 


answers to the person who wants to succeed in this business. I 
was skeptical, to put it mildly, when Regional Manager Stuart 
Tubbs told me the fabulous ranklin Story, but now I can say, 
“The half was not told to me.” To him, and to all of you, m 
heartfelt thanks for the prosperous past, the opportunity-loaded 
present, and the unlimited future! 
Sincerely, 
Albert Mohler 


An agent cannot long travel at a faster gait than the company he represents! 













The Friendly 
pa IRAN IKILIN ILIIRIE comrany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 
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The 


better fo 
Serve... 


Home Office Career Schools, since their incep- 
tion in 1938, have had one primary purpose — 
the preparation of the field underwriter for the 
effective serving of prospects, policy-holders 
and the public at large. : 


The 45th Home Office Career School, to be held 
this month, is a continuation of the Company’s 
objective to equip new field associates with this 
philosophy of career life underwriting to the 
end that they will be better able to serve. 








LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 









_ ARE YOU ON THE 
~ OUTSIDE LOOKING IN? 


This year, qualified agents of 

Pacific National Life are conven- 
tioning in Hawaii. Wouldn't you like 
to include such agency plans in your 
future? Open the door to a Pacific 
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Claim Men Face Most 


Critical Problems 
in A&S Area: DeWitt 


The revolution being experienced 
acutely today in the field of A&S is 
even more dramatic than the rise of 
life insurance over the past decade, 
J. Doyle DeWitt, president of Travel- 
ers, told the 3-day annual meeting of 
International Claim Assn. at Hotel 
Chamberlin in Old Point Comfort, Va. 

The claim end of the business faces 
its most critical problems and most 
significant responsibilities in this area 
because the social, political and eco- 
nomic pressures related to insurance 
are converging at this point, he said. 
Mr. DeWitt, who was president of the 
association in 1944 when he was sec- 
retary in charge of all Travelers claim 
departments, spoke on “Meeting the 
Challenge of a Changing Economy.” 

A decade ago, the economic goal of 
most of our population was to satisfy 
the basic necessities of life. Today, the 
desire for security and for anticipat- 
ing future income levels is the key to 
such labor demands as the guaranteed 
annual wage, pension plans and group, 
especially as it relates to A&S. 

“It is quite natural that insurance 
should be the prime target for those 
who demand that their lives and obli- 
gations be secured,” Mr. DeWitt con- 
tinued. “This becomes especially ap- 
parent when we realize that with the 
rise of the group concept, insurance is 
no longer solely a matter of personal 
responsibility but a form of mass secu- 
rity. Administered by private com- 
panies, carefully underwritten, com- 
petitively sold, with the full cooperation 
of labor and management, group 
insurance is a tremendous boon and a 
benefit to this middle segment of our 
population. But we must be aware how 
easily this protection could become a 
partisan political issue, especially if 
our economy experiences the fluctua- 
tions which seem inherent in it.” 

Since the wage earner’s income de- 
pends upon his ability to work, the 
greatest threats to his security, apart 
from loss of his job, are accidents and 
illnesses which may disable him for 
extended periods. It is protection 
against these perils which he requires 
most urgently and demands most 
forcefully, as evidenced by the great 
rise in group A&S plans in the last 
15 years. 

With the phenomenal growth of 
group and the attention focused on 
its benefits, claim men’s responsibili- 






ties transcend merely satisfying th. 
public with the integrity of the product, 
Mr. DeWitt stated. 

As group of all kinds extends bene, 
fits to an ever-widening segment of 
the population, the pressures for goy. 
ernmental control, administration ang 
regulation will increase. As indicatiye 
of this, Mr. DeWitt pointed to the pro. 
posed federal reinsurance plan for ma. 
jor medical expenses, broadened sogjg] 
security benefits and proposals fy 
federal control of welfare funds, 4 
the state level, there is increased actiy. 
ity in the areas of pension funds, work. 
men’s compensation A&S and aut. 
mobile insurance. 

If private insurance is to measur 
up to the tremendous challenges pr. 
sented by the expanding economy, 
ways must be sought continually tp) 
broaden coverages within the limits of 
sound underwriting, techniques mus 
be more effective and economical, anq 
benefits rendered under contracts 
must be beyond reproach. 

Perhaps the most telling advantage 
of private insurance in the administra. 
tion of huge welfare programs is jts 
ability to render prompt and equitable 
claim service, Mr. DeWitt said. The 
claim function also offers compelling 
proof of the ability of the insurance 
business to meet the demands of the 
changing economy. 

Mr. DeWitt was introduced by Ed- 
win Linthicum Jr., secretary of the 
life, accident and group claim de. 
partments of Travelers, who has been 
president of the association this year, 

Mr. Linthicum, in his presidential 
address, said the outstanding change 
in the working environment of claim 
men has resulted from the great in- 
crease in the number of life and A&S 
policyholders with the resulting in- 
crease in the volume of work to be 
done. Claim men have endeavored to 
meet these increases without relaxing 
standards of service. 

More and more of the population 
has occasion to deal with the claim 
departments, he said. The public, doc- 
tors and hospitals have become con- 
scious of insurance benefits and want 
claims settled in a manner benefitting 
them most. The widespread interest in 
the way contracts are carried out 
throws the spotlight on the way in 
which claim personnel operate. 

The increasing business volume has 
caused state and federal regulatory 
bodies to take greater interest in how 
companies carry out their obligations, 
Mr. Linthicum went on. The business 
has assumed an obligation to police 
itself, and claim departments are ana- 
lyzing the nature of their performance 


(CONTINUED ON PAGE 18) 








National Life general agent career 
for yourself. Look at any general 
agent in Pacific National Life ter- 
ritory. You'll see the advantages 





—\_ of a Pacific National Life career. 
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Old Republic Life Insurance Compahy 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 


Chicago 1, Illinois 








Septen 






] September 21, 1956 LIFE INSURANCE EDITION 5 


—— 








intage 





a a city at one end 
— and a world at the other 


i¢ Bridges across the Missouri River at Kansas City have, for nearly a 
century, served as a vital rail and auto link between the Heart of 
ne has America and the rest of the nation. 


n how Today, this bridge serves as a vital link between Kansas City and 
— the world by making it possible to travel from our Municipal Air- 
police port to the heart of the city . . . direct . . . in four and one-half 
e ana- minutes. 


Here is just one more example of the spirit of progress which strives 
== for better living in the Heart of America and the nation. 


It’s this emphasis on good living that, over the past 60 years, has 
built Kansas City Life Insurance Company—an emphasis on better 
and better living for its policy owners and associates everywhere. <& \NSUp 4 
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Jersey’s unemployment compensation 
disability law, according to the state 
division of employment security. 
The total consisted of $17,738,928 
paid by 61 insurance companies, $7,- 
Benefits totaling $25,664,817 were 313,950 paid by 166 self-insured em- 
paid in 1955 by approved private in- ployers, and $611,983 paid by 23 dis- 
surance plans operating under New ability benefit funds established under 


$25,664,187 Paid by 
Private Insurers under 


N. J]. Disability Law 





VTS GOOD Business 

















SRO HEA 
eS = TO SELL 
‘é a ‘ 
D><qwaL 
e T. D. rider with life insurance 
@ Guaranteed Renewable to age 65 
Pays income from day of disability to age 65 
@ Level Term to age 70 
e@ All modern term policies and riders 
@ Substandard life and A & § 
@ Low cost, high cash value, whole life policy 
Write H. S. Hagan, President 
Life Insurance Company 
WATERTOWN, SOUTH DAKOTA 
3 Licensed in Illinois, 14 states west of Mississippi River, Alaska, Germany and France. a 





agreements with unions or employes’ 
associations. 

Premiums earned by the 61 compa- 
nies totaled $24,222,994. Deducting $1,- 
001,043 in experience refunds and 
credits, the net premiums earned came 
to $23,221,950. 

The companies paid $1,027,585 
dividends to policyholders. 


in 


The companies’ expenses totaled $3,- 
249,095. This consisted of $420,990 in 
claims expense; $1,132,759 in commis- 
sions, other acquisitions and field su- 
pervision expense; $821,757 in general 
administrative expense; and $873,589 
in taxes, licenses, government charges 
and fees. 

There was a $1,206,341 excess of 
net premiums earned over the $17,- 
738,928 paid in benefit losses, the $3,- 
249,095 in expenses and the $1,027,- 
585 in dividends. 





Lloyd to Address LOMA Graduates 


R. McAllister. Lloyd, president of 
Teachers Insurance & Annuity, will 
address the season’s first meeting of 
Society of LOMA Graduates at the 
Harvard club, New York City, at 6 p.m. 
Oct. 3. His topic will be “Incentives in 
Life Insurance.” 





LIFE WITH. 


PROVIDENT 


PENSION ‘PLUS’ FEATURES 


Here are just a few of the many reasons why Provident 
producers can take full advantage of the sales oppor- 
tunities offered by the growing pension field: 


@ Full flexibility in employer payments. 
®@ Guaranteed issue life insurance with high first 


year cash values. 


@ Auxiliary fund deposits accepted on 2%4% guar- 


anteed interest basis. 


@ Purchase of retirement annuities at net rates, 
without conversion or policy charge. 
® Complete facilities for handling all types of 


pension plans. 


All incorporated in a pension plan tailor made to 
employer's particular needs by Provident’s staff of 


pension specialists. 
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LIFE ACCIDENT SICKNESS HOSPITAL 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
BEE Chattanooga -Since 1887 





SURGICAL MEDICAL 





Lite in Force Will "tT 
Double in 10 Years, 
Josephs Tells LOMA 


The total amount of life iNsurange 
in force will double in the next de. 
ade, reaching close 
to $750 billion, 
Chairman Dever- 
eux C. Josephs of 
New York Life, 
predicted at the 3- 
day annual con- 
ference of Life Of- 
fice Management 
Assn. in Edgewa- 
ter Beach hotel, 
Chicago. 

Mr.Josephs 
based his estimate 
on an_ increasing D. C. Josephs 
population, rising per-capita income 
and growing public acceptance and ap. 
preciation of life insurance. He for. 
saw increases in the number of won. 
en policyholders, in sales of term ang 
in wholesaling of insurance, including 
payroll deduction plans and automat- 
ic methods of remitting monthly pr. 
miums. 

Speaking on “Change in an kx. 
panding Economy,” Mr. Josephs said 
the electorate’s desire to have the goy- 
ernment perform many functions 
which are not clearly the responsibil. 
ity of any individual has been one of 
the causes of government penetration 
into people’s private and business af. 
fairs. This trend will increase and will 
complicate the operation of all bus- 
ness, including that of life insurance. 

Mr. Josephs advised as much adapt- 
ability as possible to meet the chal- 
lenges of a changing world. The world- 
wide expanding economy has so much 
momentum that its growth cannot be 
slowed down seriously by anything 
short of a catastrophe. He ruled out 
the possibility of a major economic 
collapse, noting that his forecasts were 
based on the assumption that there 
will be no thermonuclear war. 

He pointed out that the continued 
trend toward specialization of labor, 
while furthering economic progress, 
will bring greater interdependence as 
“the inevitable social consequence.” 

Mr. Josephs advised management to 
create an atmosphere of receptivity to 
change, adding that “the art of mo- 
tivating people will receive more and 
more of your attention as the decade 
advances.” 








Berkshire to Introduce 
New Sales Philosophy 


Berkshire Life has begun a special 
series of field management conferenc- 
es with general agents and _ supervi- 
sors to discuss a new sales philosophy. 
Meetings are slated for New York 
City, Lenox, Mass., Indianapolis and 
Washington, D. C., and are an initial 
step in developing a new field man- 
agement program. 

Through the nucleus of key pel- 
sonnel who attend the sessions, agents 
will be trained to present a program 
of financial security for the family. 
The program and presentation ale 
built around the sales phrase, “Money 
When It’s Needed.” 


Davenport GAs Elect 


Yackels as President 


Robert Y. Yackels, New England 
Life, has been elected president of 
Davenport (Iowa) General Agents 
Managers Assn. Other officers att 
Louis Kruzick, Connecticut Gen 
Life, vice-president, and Harry Ryal, 
Union Central Life, secretary-treasul- 
er. 
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Equitable Introduces 
Flexible A&S Plan for 
Group Policyholders 


Equitable Society has introduced a 
new group A&S plan, called the health 
care plan, which combines basic health 
insurance with major medical. It may 
be set up in any firm with at least 25 
employes, and may be offered initially 
or replace existing coverage. 

The plan gives over-all coverage 
against expenses of medical care, hos- 
pitalization and surgery. It provides 
reimbursement on a coinsurance basis 
for all covered medical expenses above 
a specified deductible up to a total 
maximum of $5,000 or $10,000, thus 
eliminating individual restrictions im- 
posed by conventional hospital, surgi- 
cal, medical and catastrophe coverage, 
and applies benefits to total covered 
expenses incurred. 

The plan may be set up to consider 
employes’ earnings and their ability 
to pay for minor medical expenses out 
of current income. It meets the grow- 
ing need for outpatient benefits as 
medical advances make hospital con- 
finements shorter. 

Three basic types of health care 
plans are offered: The standard plan, 
which provides benefits that begin 
when total covered health care ex- 
penses, incurred in or out of the hospi- 
tal during the calendar year and 
regardless of cause, exceed a fixed de- 
ductible amount; the hospital and 
health plan, which expands the stand- 
ard plan to include reimbursement in 
full of a specified amount of hospital 
charges (any $50 multiple from $200 
to $500) after the deductible has been 
ment in a calendar year, and the family 
monthly budget plan, which combines 
the health care expenses of all family 

























... featuring convenience, comfort, 
quality! A cosmopolitan atmos 
phere in home-like setting. 

In the center of all downtown 
activities. | Newly decorated. 
Ultra modern, comfortable guest 
rooms... excellent food ac 
moderate prices in our modern 
coffee shop and cafeteria. 
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Radio and Television in room. 
Air Conditioned rooms in season. 


800 ROOMS 
WITH BATH fond 75 
GARAGE and PARKING LOT 
FAMILY RATES 
No Charge for Children 
12 and Under — 


arry c. Vausen seneral Manager 
FACING GRAND CIRCUS PARK 


DETROIT 
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‘members and applies a single family 
monthly deductible that is waived for 
any month in which the family’s health 
care expenses exceed $300. 

In any of the plans the deductible 
may be a percentage of monthly earn- 
ings, such as 10%, with a $25 minimum 
and a $250 maximum or a flat dollar 
amount such as $50 or $100. The co- 
insurance may reimburse either 75 or 
80% of covered charges in excess of the 
deductible, with insured paying the 
remaining percentage. Benefits, once 
begun, continue without re-application 
of the*deductible. 


Institute of Home Office 
Underwriters to Meet 
in Dallas Nov. 14-16 


Institute of Home Office Underwrit- 
ers will gather in Dallas Nov. 14-16 for 
its 20th annual meeting. John F. Duston, 
Equitable Life of Iowa, and executive 
vice-president of the institute, will be 
general chairman. The institute’s pres- 
ident is C. Edwin Carlson, Continental 
Assurance, who will address the open- 
ing meeting. 

A highlight of the program will be 


the appearance of N. Murray Long- 
worth, president of United Benefit Life. 
Mr. Longworth was an active member 
in the early years of the institute and 
is a past president. Emmett Russell Jr., 
vice-president of Life & Casualty of 
Tennessee and first president of the 
institute, will participate in the open- 
ing of the 20th meeting. 

Other speakers will be Dr. E. M. — 
Stevenson, State Farm Life medical di- 
rector; Frank G. Whitbread, Lincoln 
National Life, assistant vice-president, 
and Walter Gastil, Connecticut Gen- 
eral Life, Los Angeles. 





BUILDER: 





Tati > i 


TODOS) 


Rule : 








Mr. AGENCY 





OWOOAVe, 
Golde 


=< 
| Ee 
|e 








pp 
A 


v ul 









/ F ff f a 
, Discover YOUR’ / 

f if / 

| Glorious / 
New World’ 
Today by 
Writing to: 

ys 


iH 


Frederick E. Jones, President 
































those agents! 


, 


Ben F. Hadley, Vice-Pres. & Supt. of Agents 


‘o Reward Strong Men With: 


ia ejho Sith GH he 
& AGENTS APPOINTED BY YOUR AGENT'S, AGENTS 


PCa 





1 


The Golden Rule Privilege of Appointing their OWN 
Agents—and Earning Increased Bonus and Renewals on 


Top Commissions on 16 Leading Policy Contracts—Plus 
Bonus on Both Personal and Agency Production! 


Long Term Vested Renewals on Both Personal and \ 
# Agency Production! 


* 

vy 
. 
z 


, Friendly, Effective, Home Office Help ia Recruiting and 
é a Training New Agents! i 
J i 


QJ KG 


ft if 
af 


Sn cael 


es 














a 
AGENCY BUILDING 
OPPORTUNITIES IN: 


Arizona, California, Delaware, 
Florida, Georgia, Illinois, In- 
diana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 





The COLUMBUS MUTUAL Life Insurance Company 


Columbus 16, Ohio 
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“= Mr. Shanks said, and an “excessively 
Free Enterprise Depends on Success of PR,  jivérai administration” could seriously 
jeopardize it. He warned the group not 
Shanks Tells Insurance Lawyers at Houston {ove tuted into a false security by 
The continued existence of the in- saults lodged against big enterprise. present prosperity. In good times, peo- 
surance business as free enterprise “The insurance business is vulner- ple are not alert and sensitive to “wel- 
depends on the success of public rela- able because of its considerable assets. fare state development,” and wide- 
tions, Carroll M. Shanks, Prudential Skill will be required to demonstrate spread prosperity only highlights the 
Insurance Co. president, recently told convincingly that those assets are in plight of the unfortunate. 
lawyers attending the annual Federa- good, conscientious hands, and that, in Ambitious politicians can interfere 
tion of Insurance Counsel convention the insurance business, size benefits in insurance affairs and explain they 
at Houston. He said insurance is get- the policyholders,” he said. are acting in “the public interest.” 
ting to be a very big business, and it “Insurance in a special sense is cap- Good will of policyholders is the best 
is potentially the victim of all the as- italism’s answer to the welfare state,” defense against this. “Fortunataly for 





Shaping a Career in a Single Year 





L. W. E. Laudel A. Y. Chang 
$883,648 $778,260 





cag T Op Ten 1 Scr 
_ First Year Men 


show the earning power 
in 





V. R. Work 
$572,573 $505,434. 


W. A. Barbareck 





R. E. Shankland 
$472,291 


L. F. King 
$481,282 





W. S. Marshall 
$438,475 $435,533 


The first year ordinary sales of these men show that the Lifetime Security Franchise is geared for 


immediate results in sales and commissions. 


And these men are just starting to realize the many benefits from LSF. A three-year training pro- 
gram of four courses (from induction to advanced underwriting) plus company-subsidized outside 
study including CLU training, all equip agents for continuous productive selling ... offer success- 


ful lifetime careers climaxed by liberal non-contributory retirement. 


General American Life 
Insurance Company 


SAINT LOUIS 





A MUTUAL LCEGAL RESERVE COMPAN Y 





—— 
us,” Mr. Shanks said, “the insurange 
industry, by-and-large, is  well-re. 
garded and has the public confidence” 
In a recent survey, the industry rankeq 
with power and light companies, tele. 
phone companies and banks in deliy. 
ering highly satisfactory service. 

The insurance industry faces many 
hazards not generally found in othe 
businesses. Since life companies alone 
insure 63% of the total population, they 
are involved in a large part of the life. 
time of these people, and are calle 
upon for special service only after , 
personal calamity has taken place 
debt, fire or accident—when custom. 
ers can be most easily irritated. This 
presents more opportunities to make 
badly-timed mistakes and to create 
ill-will than any other business, 

Mr. Shanks named political compli. 
cations, labor questions and service t 
policyholders as the major problem; 
which may face the industry. State 
rights in the regulation of industry js 
an increasing complex problem be. 
cause the best course is not so clear as 
it once was, although the idea of pro. 
tecting state rights at all costs may 
still be sound. This could result jp 
one-state control over companies that 
operate nationally. 

“Operations of an insurance enter- 
prise are a deep mystery to most leg. 
islators,”’ Mr. Shanks said. Many re. 
gard insurance company assets as 
some kind of spendable income, and 
companies have a job of educating 
lawmakers if they hope to achieve a 
more realistic share of the tax burden, 
It is my considered opinion that we 
are more heavily taxed than most oth- 
er businesses,” he added. 

People are expecting more and more 
security from the government, and the 
government, therefore, is taking a big- 
ger interest in insurance, particularly, 
in disability, health and _ accident 
fields. “The only protection we have 
on this front is to police our own in- 
dustry, to eliminate any reason for 
just criticism, and to sell so much 
private enterprise health and accident 
insurance that there will be no excuse 
for the intervention of government 
sponsored insurance,” said Mr. Shanks. 
This means companies must improve 
continually their policies and step up 
sales efforts. Recent figures indicate 
the size of the job to be done: 110 
million persons now have hospitaliza- 
tion insurance; 94 million have surgi- 
cal coverage; 58 million have medical 
expense protection; and 7 million have 
major medical coverage. The figure 
on major medical coverage showed 
there is plenty of room for improve- 
ments, he said. 

The business is also faced with a 
threatened breakdown of the tradi- 
tional concept of the insurance agent 
as an independent business man. The 
independence and dignity of the in- 
surance agent are among his greatest 
assets, Mr. Shanks said. “As an inde- 
pendent business man, he is a living 
example of determination, which is a0 
essential factor in the urge to buy 
insurance. As simply a salaried mal, 
he may be just another salesman, pet- 
haps a salesman without conviction.” 
He said he hoped insurance agents 
would not trade their independence 
for the wage-earner concept which 
might be sold to them as “sure secufl- 
ty.” 

“The attitude that the public must 
buy only what we want to provide for 
them, will surely lead to trouble” he 
cautioned. Since insurance is a service 
business, it must provide the best p0s- 
sible service. This calls for a constant 
study and progress in management 
techniques. 
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Sales Ideas That Work 





Need for Key Man Coverages Stimulated 
by Greater Executive Turnover: Brewster 


Six functions of key man coverages 
were reviewed by I. H. Brewster, 
Phoenix Mutual, Pittsburgh, in a talk 
at this year’s Million Dollar Round 
Table convention-cruise to Bermuda 
aboard the Kungsholm. He listed in- 
demnity for loss of a key man, obtain- 
ing new personnel, surplus shelter for 
the firm, collateral and credit bene- 
fits, estate tax benefits to the key 
man, and deferred compensation. Most 
of Mr. Brewster’s remarks are given 
here. 

The obvious reason for key man in- 
surance stems from the _ executive 
turn-over, which exists and has sharp- 
ly increased in the last ten years, and 
has presented corporations, both small 
and large, with an ever increasing 
problem of great personnel cost and 
wasted effort. A recent survey shows 
that loss of executives to corpora- 
tions, for reasons other than death or 
retirement, are at a pace exceeding 
the pre-war rate, by almost one-third. 
In some engineering industries it has 
exceeded fifty percent of the pre- 
war level. Thus, through industry, cor- 
porations are searching for an answer 
to two vital problems: How to retain 
present executives; how to recruit new 
managerial employees for replacement 
or expansion purposes. 

o e s 

Our industry is in a unique posi- 
tion. We have the tools whereby com- 
panies can solve these two problems 
to a great extent, through the use of 
key man protection. 

I feel they fall into six main cate- 
gories, namely: indemnity to the cor- 
poration for the loss of a key man; ob- 
taining new personnel; surplus shel- 
ter for the corporation; collateral and 
credit benefits to the corporation; es- 
tate tax benefits to the key man, and 
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DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 
line of: 


e ACCIDENT 
E e SICKNESS 
e HOSPITALIZATION 


Your reply held confidential. Write to: 
Evans M. Jacobson, Supt. of Agents 
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deferred compensaion. 

Let’s take up the first category, in- 
demnification for the loss of a key 
man. Every corporation has a key man 
or men. We know for a fact, that all 


the various periodicals today high- 
light the necessity of good brains in 
an organization. This can mean the 
success or failure of any business. 
Therefore, every company is faced 
with the possibility of loss of the 
brains, and should indemnify them- 
selves against such a happening. There 
is no other method I know of, other 
than life insurance. The proceeds from 
the contract are payable to the cor- 
poration without any tax in the year 
it is received in case of the death of a 
key man. It gives the company money 
to smooth out whatever economic loss 


is incurred until such time as they 
can replace the deceased key man and 
bring the financial picture back to 
where it was before his death. They 
might have to hire a man at an in- 
creased salary, and if so, it would 
help defray that increased salary, un- 
til such time as the new man’s ability 
is felt by the corporation. ; 
The use of key man protection in 
obtaining key personnel. We could go 
on for hours on the ramifications of 
this point, but to just hit some of the 
high spots regarding this item; every 
(CONTINUED ON NEXT PAGE) 





That’s a C.L.U.’s* definition of the professional con- 
cept of life underwriting ...In 1927 the American 
College of Life Underwriters was founded and since 
that time 5,755 men and women have been awarded 
the C.L.U. designation. About seven out of eight of 
these have joined the American Society of Chartered 
Life Underwriters. 

Through the Society, C.L.U.s receive many bene- 
fits and privileges which enlarge on their opportun- 
ities to serve through life underwriting. As a C.L.U., 
for example, you can attend your own summer post- 
graduate Institute, have your own monthly mailing 
piece, “Query,” and receive the Society’s quarterly 
professional journal. 

Connecticut Mutual is wholeheartedly behind the 
C.L.U. movement and offers every encouragement to 
its field men to take advantage of this educational 


* “In the professional concept, the emphasis 
is not on the financial reward, but on service 
to society through the solution of our clients’ 
problems.” Karl K. Krogue, former Presi- 
dent, American Society of Chartered Life 
Underwriters. 








Sewice lo Soctely 


through the solution of our clients’ problems 


opportunity. The company was one of the founding 
members of the C.L.U. cooperative fund and also 
gives financial assistance to its representatives tak- 
ing the C.L.U. course. There are 117 C.L.U.s among 
Connecticut Mutual people. 

For information about the C.L.U. program, ask 
your general agent or manager or write to Dean 
Herbert C. Graebner, American College of Life 
Underwriters, 3924 Walnut Street, Philadelphia 4, 
Pennsylvania. 





The C. L. U. Professional Pledge 


In all of my relations with clients I agree to 
observe the following rule of professional conduct: 


I shall, in the light of all the circumstances sur- 
rounding my client, which I shall make every 
conscientious effort to ascertain, give him that 
service which, had I been in the same circum- 
stances, I would have applied to myself. 











The Connecticut Mutual 
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periodical of business you read today, 
brings out the fact that companies are 
having a terrific problem in obtain- 
ing managerial key personnel. Look at 
your newspapers, in the help wanted 
column, two and three, and four col- 
umn spreads. In this month’s Fortune 
a whole article is devoted to the mat- 
ter of obtaining personnel of manag- 
erial calibre. The article is headed 
“The Worst Shortage in Business.” 
They have taken over entire floors of 
the New Yorker hotel to interview 
men. It used to be that most ads in the 
papers for new men would be one on 


a local level. Today, in your metro- 
politan newspapers, the requests are 
from all over the United States, from 
one coast to the other. To show you 
how fantastic it has become, recently 
in the Management Record from Na- 
tional Industrial Board of February, 
there was an article called “What 
About Executive Recruiters.” I think 
this will floor you, I know it did me, 
and this is how men are making a 
living today, recruiting executives for 
companies. The recruiter receives a 
request from a certain company, he 


visits the company, studies the or- 
ganization and talks to the top offi- 
cers. He obtains information in de- 
tail, about the job to be filled and the 
type of individual desired. Names are 
obtained by the recruiter and 
screened. He investigates thoroughly. 
Three or four of the top candidates 
are recommended to the company. The 
company will make its final selection. 
But, here is the point that amazed me, 
one formula calls for the recruiter to 
charge the company twenty percent 
of the recruited man’s first year’s base 
salary, plus expenses, or $2,500, 





The Men With 
The GUARANTEE 


offer you— 
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LOWER RATES for life policies—Premiums, less dividends, are 
lower for every life insurance plan written by The GUARANTEE. 


GREATER EARNINGS—The 5-Star Contract is now better than ever 
with increased compensation for The Men With The Guarantee. 


INCREASED DIVIDENDS—A new and higher dividend scale will 


be applied to business in force as well as all new business. 


NEW POLICIES—A group of miscellaneous endowment plans that 


mature for every duration from 10 to 20 years is now available. 


And a 10 to 26-year decreasing term policy in amounts of $10,000 is 


available at very competitive rates and without basic insurance. 


These Current Revisions Form the Basis for A NEW GROWTH PROGRAM. 
The Guarantee Is “‘Geared for Progress’’ and Geared for Expansion. 


J. D. Anderson 
Agency Vice President 
1805 Douglas Street 

Omaha 2, Nebraska 


Ralph E. Kiplinger, President 
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whichever is greater. However, if the 
recruiter is unsuccessful, or if the 
company hires someone of its own ge. 
lection, a per diem charge of approxi. 
mately $150.00 is made, and each pe. 
riod involved is from ten to twelve 
weeks. However, they do vary a great 
deal, depending upon the factors ip. 
volved. So, you see the wonderful reg. 
son for having some money in cage 
of the loss of key personnel, your prin- 
cipal might be forced to go to a re. 
cruiter to obtain a replacement. Also, 
today, everywhere you turn, you fing 
that men in the executive capacities 
are interested in other things than 
just salary. Corporations always used 
one method for getting and keeping 
executives and key men, and that was 
salary. Now, the key personnel wil] 
look for multiple compensation, 
whereby, they can have protection 
agains? inflation and excessive taxa. 
tion. It is very easy to see the reason 
why. The average fellow in an execu- 
tive capacity can take home such few 
dollars from salary increases, or from 
any salary, that he is naturally look- 
ing for ways to defray such taxation, 
and therefore, have more to show for 
his efforts, and also, peace of mind 
through security for the future. 
Now, to turn to the matter of a 
surplus shelter for a corporation. A 
corporation has a_ very excessive 
amount of surplus. They are getting 
to the place where their accountants 
or comptrollers are worrying that the 
government is going to make them 
reduce their surplus, claiming it is 
excessive, and therefore, is undivided 
profits and must be paid in dividends. 
The corporation has a perfect method 
through the medium of key man in- 
surance to eliminate this worry, since 
cash values of an insurance contract 
on a key man are assets to the cor- 
poration, but do not come under the 
surplus ruling of 102. There is an- 
other point that is very pertinent in 
this regard. An example at point isa 
case of my own where there is, at the 
present time, quite a large surplus in 
this corporation. We have $400,000 
worth of insurance on the life of the 
key executive, who is sixty-five years 
old. Now, granted the $400,000 is not 
taxable to the corporation upon the 
death in the year it is received, but 
what about next year? In increasing 
the assets of the company, it there- 
fore, increases their surplus, and s0, 
we have sold $100,000 each, on two 
other executives. So, that if the big 
key executive dies, they will have a 
place to put some of these surplus 
dollars, and keep them out of the way 
of the Internal Revenue Department. 
So, again, we are doing a job that is 
a very necessary thing today to the 
corporation with key man coverages. 
Now, what about collateral and 
credit benefits. You and I know, that 
banks making loans to small closed 
corporations ask a question in the fi- 
nancial report as to how much insur- 
ance is carried by the corporation on 
the executives. Recently, I had a small 
company that was going to borrow 
$60,000. I suggested to the president 
that he purchase $60,000 on his life 
before he applied for the loan. 59, 
that instead of answering the ques- 
tions on the bank’s financial report, 
relative to insurance, as “none”, that 
he could say $60,000. We were success- 
ful in getting $100,000 on his life, and 
twenty-five on each of the two lessef 
executives, and the application for the 
loan was then made. The interesting 
thing to me is that the vice-president 
of the bank called me to tell me that 
they were taking an assignment as 
(CONTINUED ON PAGE 17) 
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A tribute to Frank L. Rowland, man- 
aging director of Life Office Manage- 
ment Assn., who 
eS, = TT} will retire Nov. 1 
after 32 years’ 
service, was paid 
by Edmund Fitz- 
gerald, president 
of Northwestern 
Mutual, at a ban- 
quet in Mr. Row- 
land’s honor at 
LOMA’s annual 
conference in Chi- 
cago. 

Mr. Fitzgerald, a 
past president of 
LOMA, said the growth of the organi- 
zation and Mr. Rowland’s contribution 
to it have been jointly successful, ac- 











Edmund Fitzgerald 





L. R. Woodard F. L. Rowland 


ceptable and useful. Mr. Rowland was 
attracted to a career with LOMA by 
the opportunity to add something to an 
institution’s stature and service, Mr. 
Fitzgerald said. 








Travelers Modernizes 


Two Canadian Offices 


Travelers has modernized two of its 
Canadian offices. In Calgary new of- 
fices are being opened in the Michael 
building. A full branch office for life 
and A&S lines has been established 
and facilities for handling all lines 
have been enlarged. Casualty, fire and 
marine lines are under the general su- 
pervision of the Winnipeg branch of- 
fice, which has been enlarged and 
moved to new quarters in the Dayton 
building, 323 Portage avenue. Both 
Calgary and Winnipeg offices are fit- 
ted with modern bank-type partitions, 
fluorescent lighting, acoustical ceiling, 
asphalt tile flooring and air condition- 
ing. 





Union National Life of Nebraska is 
entering California. 





ASSISTANT TO 
LIFE EXECUTIVE 


This position offers a very definite oppor- 
tunity for a man 30 to 40 with a good 
Home Office Life and S.&.A. Sales back- 
ground to assist one of the top executives 
in the industry in the overall administra- 
tion of a company. Manag t is very 
Particular who is selected for this position 
because of the growth possibilities. Start- 
ing salary $15,000 or better. 





Of course, all inquiries are confidential. 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, III. 
HArrison 7-9040 














Fitzgerald Pays Tribute to Rowland, 
Retiring as LOMA Managing Director 


Mr. Rowland was with Lincoln Na- 
tional when he played an important 
part in organizing LOMA in 1924, serv- 
ing as secretary without compensation. 
He became full time executive secretary 
in 1934 and managing director in 1948. 

L. R. Woodard, who joined the asso- 
ciation as its first employe in 1928 and 
has been secretary-treasurer since 1948, 
has been named Mr. Rowland’s succes- 
sor. 


LOMA training has resulted in bet- 
ter service and savings to policyholders, 
Mr. Fitzgerald said. The life insurance 
business has progressed from a laggard 
to a leader in adopting and developing 
principles of modern office manage- 
ment. 

LOMA’s teaching and leadership has 
given many people greater job satis- 
faction and has increased a sense of be- 
longing and of contributing to compa- 
nies and to the business as a whole. 
The organization has promoted friend- 
ship and fellowship, he said. 


Premium Income Up 
$14 Million in Oregon 


There were 660 insurers operating in 
Oregon at the close of 1955 which dur- 
ing the year collected $235,302,422 in 
premiums. This represents a premium 
increase of $14,554,942 over 1954. Gross 
claims paid to policyholders or their | 
beneficiaries totaled $114,852,248, an 
increase of $9,420,930. In addition to 
payment of claims, dividends or sav- 
ings returned to policyholders amount- 
ed to $10,060,609, for a combined total 
of $125,212,857 paid to Oregon policy- 
holders. 







































STAR OF 


, THE NORTH 


growing... 


The backfield must keep moving in this game 
of selling life insurance successfully. That’s why 
the home office staff at Minnesota Mutual is out 
on the field backing up the line and demonstrat- 
ing how to use sales tools that have no equals 
in the industry. 


This kind of backfield in motion puts new 
men into production fast . . . keeps good men 
moves the best men into the end 
zone of advanced underwriting. This kind of 
teamwork has made the ‘“‘Star of the North” 
the fastest growing mutual company. 


All this is backed up by a higher pay incentive 
contract, with an unbeatable combination of 
persistency fees, that guarantees growing income 
to the man who writes quality business. 


These are the real reasons why the “Star 
of the North” shines as a guiding light to many 
a career underwriter who has scored with... 


The Agent Minded 


MINNESOTA 


MUTUAL 
LIFE 


Insurance Company 


Victory Square—St. Paul, Minnesota 
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LIAMA to Hold Annual 
Nov. 11-15 in Chicago; 


List Part of Program 


LIAMA will hold its annual meeting 
Nov. 11-15 at Edgewater Beach hotel 
in Chicago. “Developing Salesmen 
and Sales in Today’s Economy” will be 
the theme. 

Committees will meet Nov. 11 to 13, 
and general sessions will be held from 
the afternoon of Nov. 13 to the morn- 
ing of Nov. 15. The traditional old 
guard dinner reunion will be held the 





everyone under the plan.) 





Third in a series 














night of Nov. 12. 

The legislative forum on the morn- 
ing of Nov. 13 will have a new partici- 
pant this year, Robert R. Neal, general 
manager of Health Insurance Assn. of 
America. He will join Eugene M. 
Thore, general counsel of Life Insur- 
ance Assn. of America, and Claris 
Adams, executive vice-president and 


general counsel of American Life Con- 
vention, in discussing legislative mat- 
ters relating to life insurance. The fel- 
lowship luncheon will follow. 
Raymond W. Simpkin, agency vice- 
president of Connecticut Mutual, and 





How to Take a Pension and 


Profit-sharing Case in Stride 


To an enterprising broker, a pension or a profit-sharing case can mean a choice piece of 

business provided he’s in position to surmount the technicalities and deliver a proposal 
satisfactory to the prospect. For broker M. M. these technicalities were readily overcome 
recently when he called Northwestern National Life’s Pension & Tax Department to help 


him serve a client who wanted to install both a pension and a profit-sharing plan. 


| The client had certain specific ideas of his own—a 50% employee contribution to the 
| pension plan, for example. His desires were combined with the best professional advice i 
to produce a proposal which not only pleased him, but resulted in full participation in the | 
plan by employees. (This, incidentally, made possible automatic standard insurance for | 


What’s more, professional personnel in NWNL’s P & T Department reviewed every li 
provision of the trust agreement in advance to give fullest possible assurance that it would i 


qualify for the usual tax advantages to the employer. 


Result: Both plans were promptly buttoned up to the complete satisfaction of all 
concerned, and Broker M. M. will receive top commissions, not only this year but for many 
i years ahead. It’s happening every day, to NWNL agents and to brokers. Next time | 
il you as a broker get a line on a pension or profit-sharing case that requires a technical | 
assist, call the nearest NWNL agency or contact our Pension & Tax Department directly. 


| NORTHWESTERN NATIONAL LIFE | 


OF MINNEAPOLIS 


40 years’ experience in bakenage semice 








Frank F. Weidenborner, agency vice- 
president of Guardian Life, are chair- 
man and co-chairman, respectively, of 
the meeting committee. The com- 
mittee includes 25 company executives 
and Lewis W. S. Chapman, LIAMA 
director of company relations, and 
Howard H. Becker, administrative as- 
sistant. 

More than 800 agency officers are 
expected to attend. 





Seventeen Republic National ‘Life 
agents attended an intermediate school 
at the home office recently. 











LIAMA Atlantic Alumnj 
Assn. Sets Agenda for 
Oct. 25-26 Meeting 


More than 150 alumni of LIAMA 
agency management schools will mee 
Oct. 25-26 at Berkeley-Carteret hot 
in Asbury Park, N. J., for the annual 
meeting of Atlantic Alumni Assn. 

Edwin H. May, manager of Phoenix 
Mutual in Hartford and president of 
the association, will address the open. 
ing fellowship luncheon Oct. 25. Thay. 
er Quinby, general agent of Colum. 
bian National in Boston and vice-pres. 
ident of the association, will preside 
over the conference in the afternoon, 

John L. Lobingier Jr., LIAMA qj. 
rector of public relations, will keynote 
the opening session in the afternoon 
with a talk entitled, “As Others Se 
Us.” A panel discussion on “Recruit. 
ing by Design” will have as partic. 
pants H. Leroy Gundersdorff, genera 
agent of Equitable Life of Iowa jp 
Newark; Vernon W. Holleman, manag. 
er of Home Life of New York in 
Washington; Harry S. Hull Jr., man. 
ager of Mutual of New York in Pitts. 
burgh; and Joseph H. Warren, manag. 
er of Phoenix Mutual in Brooklyn, 
Charles K, Reid II, LIAMA consult- 
ant, will serve as moderator and give 
a brief review of the results of 
LIAMA’s recruiting analysis survey. 


Lewis W. S. Chapman, LIAMA di- 
rector of company relations, will dem- 
onstrate techniques of interviewing. 
Ewart G. Walls Jr., assistant superin- 
tendent of agencies of Connecticut 
Mutual, will speak on “Developing 
Brokerage Sources.” 

Edmund L. Zalinski, vice-president 
of John Hancock, will speak at the 
Oct. 26 morning session on the man- 
ager’s responsibility to his agents in 
recruiting, training and _ supervising. 
Paul L. Guibord, general agent of Mu- 
tual Benefit in Newark and secretary 
of the association, will lead a panel on 
“Managing by Team.’ Participants 
will be L. Kent Babcock Jr., general 
agent of Aetna Life in Philadelphia; 
Charles N. Barton, president of Union 
Central’s Knight agency in New York 
City; George A. Hatzes, general agent 
of Fidelity Mutual in Washington; and 
Robert L. Snowden, manager of Met- 
ropolitan Life in Red Bank, N. J. 


Chicago Debit Men Meet 


Members of Chicago Home Office 
Life Underwriters Assn. were guests of 
State Farm Life at a meeting in Bloom- 
ington last week. 

Don Bales, claims director of Frank- 
lin Life, was the speaker. He stressed 
the underwriters responsibility to the 
field man and the importance of thor- 
ough investigations both in underwrit- 
ing and claim departments to insure 
accuracy in making decisions. 








Bankers National Holds Outing 


Home office employes of Bankers 
National Life held their annual outing 
at Parsippany, N. J. It included a 
luncheon, athletic tournaments, swim- 
ming and group contests sponsored by 
Home Office Employes Assn. and 4 
dinner. 


Service Guide 

















ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree 
°—a Street, N. W., Atlanta 8, 
Georgia, Telephone TRin- 
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Rep. Reed Gives Simplified Explanation 


of Social Security Disability Benefits 


WASHINGTON—Rep. Reed cf New 
York, in an extension of his remarks 
in the “Congressional Record,” gave in 
layman’s language the following de- 
scription of the benefits provided un- 
der the new disability benefits provi- 
sions of the social security law. 


Over a period of nearly 20 years, old- 
age and survivors insurance under the 
social-security law has become well 
known to most Americans. Now there 
is social-security protection against a 
third risk—the risk of being unable to 
work because of severe disability. 

I believe that it will be useful to ex- 
plain carefully exactly what this new 
law provides. 

If an individual is so severely dis- 
abled that he is unable to work, he 
may have rights under one or more of 
these three parts of the social-security 
law: 

First, if he is disabled and is 50 years 
of age or older, he may be eligible 
for disability insurance payments after 
June, 1957. 

Second, if he is disabled and his dis- 
ability began while he was under 18 
years of age, he may be eligible after 
1956 to receive child’s insurance bene- 
fits even after reaching age 18 if either 
his father or his mother is receiving 
old-age insurance payments or if he 
has lost the support of a parent through 
death. 

Third, if he is disabled and has not 
yet reached 50 years of age, he may be 
eligible to have his social-security 
earnings record “frozen” to protect his 
own and his family’s rights to future 
benefit payments because of old age, 
disability or death. 

In order to qualify for disability in- 
surance payments at age 50 or to have 
his earnings record frozen while he is 
disabled, he must have social security 
credit for: 

(a) Five years of work in the 10 
years before the established beginning 
date of his disability; and 

(b) One and one-half years of work 
in the three years before that date. 

The amount of work required for him 
to get disability insurance payments is 
always at least as much as would be 
required for old-age insurance pay- 
ments. 

Active military service at any time 
after Sept. 15, 1940, and work in the 
railroad industry after 1936 may count 
toward the disability freeze but can 
count toward disability insurance pay- 
ments only under more limited condi- 
tions. 

An individual can meet the require- 
ments of these provisions of the social 
security law only 

(a) If he is so severely disabled that 
he is not able to engage in any substan- 
tial work; and 

(b) If his disability is expected to 


MANAGEMENT 
A CONSULTANTS 

















O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 

Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 

















BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
M 7 CC it ry 





RICHMOND ATLANTA NEW YORK 




















continue indefinitely. 

If he is temporarily disabled, or if he 
is only partly disabled, he is not eligi- 
ble. 

The disability may be either mental 
or physical, but he must submit medi- 
cal evidence to show what his condi- 
tion is and how long it may be expect- 
ed to continue. To have his earnings 
record frozen or to get disability in- 
surance payments, he must have been 


disabled for at least six months. 

The determination whether he is so 
severely disabled as to qualify under 
these provisions is made in accordance 
with the social security law. The fact 
that he may be receiving payments for 
“total disability” from another agency 
does not necessarily mean that he will 
be considered disabled under the pro- 
visions of the social security law. 

The evidence in the individual’s own 
case will show when he actually be- 
came disabled. If he met all the re- 
quirements at that time, the date he 
became disabled will be used by the 


Social Security Administration as the 
official beginning date of his disability. 

If he did not meet all the require- 
ments at the time he became disabled 
but does meet them at a later date, this 
later date will. be-established as the 
official beginning date of his disability. 

If an individual is between 50 and 65 
years of age and meets the work and: 
disability requirements previously ex- 
plained, he may be entitled to monthly 
disability insurance payments under 
the social security law. 

The amount of the disability benefit 
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on all regular individual policy forms: 


Accident! 
Health! 
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A New Chance to Curb Highway Slaughter 


Morphine is an excellent painkiller 
and should be freely available to ev- 
eryone, because nobody knows when 
an accident will make it urgently nec- 
essary to ease the unbearable pain of 
a victim. People can be safely relied 
on not to misuse morphine for “kicks” 
and thereby wreck their lives. 

Does that sound like dangerous non- 
sense? Of course. But it is no more 
nonsensical or dangerous than the 
often-repeated statement that incre~’ 
ing an automobile’s horsepower makes 
it a safer car to drive. It’s true that as 
an emergency measure in_ ski!’ 
hands, higher horsepower, like mo~ 
phine, can prove the answer in some 
bad situations. But neither morphine 
nor excessive horsepower should be 
entrusted to the unskilled, to the un- 
discriminating, or to those who have 
no more brains than to risk their lives 
for the sake of a passing thrill. 

As we commented editorially some 
weeks ago, the rising death and in 
jury rate is a serious matter for the 
insurance business and the notion that 
high horsepower is a safety factor is a 
fallacy that needs puncturing. 

That time it was a Ford Motor Co. 
traffic expert whose views aroused 
our ire. This time it’s General Mo- 
tors. At Milford, Mich., at a demon- 
stration before a 5-man congressional 
subcommittee studying auto and high- 
way safety, Charles A. Chayne, vice- 
president in charge of the General 
Motors engineering staff, said the 
main reason for increasing the horse- 
power of automobiles was that it made 
them “safer to drive.” 

The theory, of course, is that light- 
ning acceleration enables a driver to 
overtake another vehicle and get back 
on his own side of the road in less 
time than if he were driving a lower- 
powered car. But what happens, all 
too often? The driver misjudges the 
speed of the oncoming car and how 
far away it is. He overestimates his 
own car’s pickup. His desperate effort 
to offset his miscalculations by tromp- 
ing on the accelerator gets him going 
so fast that the resulting accident is a 
real doozy. 

The truth about the fantastic in- 
creases in automobile horsepowers is 
just this: These cars, with their tre- 
mendous power-to-weight ratios, give 
the driver a dangerous sense of ex- 
hilaration combined with a feeling of 
power and complete mastery of the 
situation. They invite the driver to 
crowd his luck ever further to expe- 


rience the thrills of power and speed 
when the kick of less spectacular an- 
tics has worn off. 

Some people can resist this tempta- 
tion, just as some people can practice 
moderation with alcohol or morphine. 
But for a tragically high proportion 
of drivers the car’s seemingly limit- 
less power leads them to take hair- 
raising chances and then _ further 
boosts the odds against survival by 
convincing the motorist that the pow- 
er that has got him into a tight spot 
can surely get him out of it. 

Super-power leads two kinds of mo- 
torists to destruction: The basically 
conservative fellow whose slow re- 
flexes, faulty perceptions, or general 
lack of car-handling know-how dis- 
qualify him for handling emergency 
situations that a reasonably skilled 
operator could maneuver out of; and 
those whose skill, perceptions, and re- 
flexes are unquestionably excellent 
but who can’t resist the thrill of ex- 
cessive speed even though they know 
full well they are risking sudden death 
for themselves and others. For these, 
the risk to their necks is part of the 
thrill. 

Unfortunately, the combination of 
thrill-chasing and high horsepowers is 
at its tragic worst where teen-age 
drivers and those in their early 20s 
are involved. The young man is at the 
thrill-seeking stage of his develop- 
ment. Moreover, he is at the age when 
his instinct for rivalry expresses it- 
self in outdoing his fellows in feats of 
daring. 

These feats may include mountain- 
climbing, skin-diving, airplane pilot- 
ing, speed-boating, and even Russian 
roulette, but by far the most common 
and most lethal is automotive thance- 
drove cars with dash and verve and 
some of them managed to kill them- 
selves at it, in spite of relatively mod- 
est horsepowers and mediocre roads. 
But there wasn’t much thrill to driv- 
ing the cars of those days. Nobody 
was tempted to race the other ca 
away from the traffic light. 

Let’s face the facts: Today’s high- 
performance automobile is an eager, 
responsive, thrilling mechanism to op- 
erate. The excitement of unleasing all 
this tire-squealing power is something 
that by no means all mature men can 
resist, even when it means taking a 
chance on getting killed. Putting such 
power into the hands of a high-spirit- 
ed youngster and expecting him not 
to try it out is not just naive. It is 


criminally foolish, and future genera- 
tions will regard it so, just as we to- 
day regard the duelling customs of the 
past, for example. 

Regardless of the nonsense about 
high power as a “safety” factor, the 
most effective way to curb the high- 
way slaughter is to take the thrill out 
of cars’ performance. There wouldn’ 
be much trouble with drug addiction 
if the kick were missing. Novocaine, 
which kills pain but does not exhil- 
arate, claims no victims. 

The saying that power corrupts and 
that absolute power corrupts absolute- 
ly is one that holds as true for motor- 
ing as for governing a nation. The 
man who is a sensible, sober citizen 
at other times is deluded into believ- 
ing he is omnipotent when he feels 
all those hundreds of horses under 
the hood, rarin’ to go. 

Many excuses are made for today’s 
outlandish horsepowers but the truth 
is that much of the power of today’s 
ear has little use but to drive it at 
speeds far in excess of the limits set 
by the laws and by common sense. 

What sense is there in building cars 
that will cruise in the 100-mile-an- 
hour range? So it can accelerate from 
zero to 60 a fraction of a second faster 
than a lesser-powered car? To show 
up a neighbor in a traffic-light drag 
race? There is no answer that makes 
any sense and it is time to stop the 
horsepower race if we are to prevent 
the deaths of thousands who will oth- 
erwise die in needless accidents. 

Take the “fun” out of crazy, chance- 
taking driving and there’ll be a lot 
less of the kind of conduct that re- 
sults in vehicular homicide. The apol- 
ogists of speed and power have been 
put on the defensive. The public is 
getting seriously concerned about the 
situation. In spite of all the red her- 
rings, like blaming the too-slow driv- 
er, or calling power a “safety” factor, 
or arguing that any amount of speed 
is safe with a skilled driver, there is a 
growing realization that today’s car 
has too much sheer power, much too 
pleasurably available, to be entrusted 
to more than a minority of the public. 

It’s with genuine regret that we say 
that the thrill has got to go, in the in- 
terest of saving thousands of lives 
from being needlessly snuffed out. 
Maybe the risk-incentive should be 
removed by drastically reducing 
horsepower. Maybe all cars with more 
than very modest horsepower ratings 
should be equipped with fool-proof 
governors. In mass production they’d 
not need to be expensive—certainly 
less than the cost of many of the ex- 
tras now purchased to increase cars’ 
speed still further. 

Coincidentally, enforcement should 
be stepped up and made far more ef- 
fective than it is now. Take what is 


being done in the state of Washing. 
ton, for example. But neither enforce. 
ment nor education of drivers nor bet. 
ter engineered highways are a sub. 
stitute for going right to the heart of 
the matter and removing from the cay 
itself the wild surge of power that 
tempts men to forget good sense ang 
let ’er rip, just for the hell of it. 

People will still buy cars, even with 
governors In fact, safer driving should 
increase sales, because a dead motor. 
ist is out of the car market forever 
Why not keep more of them alive ang 
buying? 

The mere fact that fighters for high. 
way safety are taking an articulate 
and forceful stand against crazy horse. 
powers and the crazy driving that this 
power induces should help to arouse 
the needed degree of public concern 
and cooperation. One of the greatest 
handicaps up to now has been that 
people would rather let motoring ma. 
niacs operate on the highways than 
submit to any kind of limit on their 
own driving habits. 

Once limitations like speed-govern- 
ors, horsepower limits, or effective 
enforcement of speed and safety laws 
become a reality, you can be sure that 
John Q. Public will no longer take an 
indulgent, boys-will-be-boys attitude 
when some power-happy driver roars 
past him at 80 miles an hour or so, in 
clear violation of the power and speed 
restrictions. 

We hope the House subcommittee 
that is working on traffic safety will 
not fall for the automobile companies’ 
skillful but fallacious defense of exag- 
gerated horsepower. Like all citizens, 
insurance people have a humanitarian 
interest in seeing the traffic death and 
injury toll drastically reduced. In ad- 
dition, insurers have a sound business 
interest in the outcome. 

On both counts, we hope insurance 
companies and insurance men gener- 
ally will give the House subcommit- 
tee all the evidence and other help 
they can in its efforts. The chairman 
is Kenneth A. Roberts of Alabama. 
Rep. Roberts has stated that a good 
deal of mail received by his commit- 
tee has criticized the auto companies 
for overselling speed and undersell- 
ing safety. Moreover, earlier at hear- 
ings before the subcommittee repre- 
sentatives of the National Safety 
Council also condemnded automobile 
advertising for overemphasizing speed 
and misleading the public. 

The auto manufacturers can be de- 
pended on to support vigorously and 
shrewdly their contention that speed 
makes for safety. They are well heeled 
and have bet millions of dollars on the 
sales appeal of speed and power. lt 
will take equally intelligent, resource- 
ful and energetic efforts from the oth- 
er side to expose the auto power-thrill 
for the dangerous drug that it is. 
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—__ DEATHS 


WILLIAM F. YATES JR., 50, gener- 
al agent of Lincoln National Life in 
Raleigh, N. C., was killed in an auto- 
mobile accident. 





ARTHUR O. WISE, the only actuary 
District of Columbia department ever 
employed. died after a long illness in 
Washington, D. C. He had been with 
the department 21 years, He was a na- 
tive of Greenville, Tex. 


JOHN H. BECKER Jr., 62, vice- 
president and controller of Life of 
Missouri, died. Mr. Becker had been 
with the company for more than 30 


~ PERSONALS 


Thomas J. Berk, safety consultant of 
Metropolitan Life, will discuss “Indus- 
trial Accidents Viewed as a Public 
Health Problem’ at a panel during 
Gov. Harriman’s worker safety confer- 
ence Sept. 27-28 at Albany, N. Y. 














Benjamin N. Woodson, president of 
American General Life, has been elect- 
ed to the board of directors of Houston 
Lighting & Power Co. 


Paul E. Van 
Horn, who will 
join the newly 


formed American 
Life of New York 
on Oct. 15 to as- 
sume general su- 
pervision of de- 
velopment of its 
business, has been 
agency director’ of 
Guardian Life 
since 1954. He is 
past president of 
Rochester, N. Y., 
Assn. of Life Un- 
derwriters and Rochester CLU chap- 
ter. 


W.O.W to Give Free 
A&S to Field Force 


Woodmen of the World, Omaha, has 
announced a new plan of free A&S 
coverage for its field force. Full and 
part time representatives, state, as- 
sistant state and district managers 
who earn a certain minimum in a year 
are insured by the plan. Members of 
the field force who achieve a higher 
earning are provided with the same 
free coverage for their dependents. 





P. E. Van Horn 











]. Edward Day at Milwaukee 

J. Edward Day, associate general 
counsel of Prudential and former IIli- 
nois director, spoke at the first fall 
meeting of Milwaukee Assn. of Life 
Underwriters on “Variable Annuities 
and the Life Underwriter.” The meet- 








WE ARE 

BUILDING 
IN THESE 
STATES! 











INVESTIGATE OUR 
PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


COMPETITIVE ADVANTAGES — 


L.ILC.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65. . . returns all 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 











WRITE, WIRE OR PHONE COLLECT 
Poul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


LIFE INSURANCE CO. of AMERICA 


WILMINGTON 99, DELAWARE 





MERCHANDISING ADVANTAGES 


A hard-hitting, sales producing program 
from “mail to sale”. The modern, up-to- 
the-minute aids we furnish are tested and 
J proved for powerful selling force. Every- 
thing furnished to you without charge. 


ADVERTISING ADVANTAGES 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


CONTRACT ADVANTAGES 

10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


SPECIAL HELP ADVANTAGES 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


CASH-IN-POCKET ADVANTAGES 


This is truly a “ground floor” opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 














ing was sponsored by Mutual of New 
York, Fidelity Mutual, Franklin Life, 
Equitable ‘Society and Continental As- 
surance under a plan to have several 
of the agencies sponsor each of the 
monthly meetings. Jan J. Frey, Pru- 
dential, was program chairman. 





Helena, Mont., Association 
Gets Newspaper Publicity 


In recognition of the public service 
performed by Helena (Mont.) Life Un- 
derwriters Assn., Mayor Otto L. Brack- 
man proclaimed the week of Sept. 9-15 


as “Life Underwriter’s Week,’ which 
resulted in considerable newspaper 
publicity. 

The Helena Independent Record in 
its Sunday, Sept. 9, edition, gave over 
a half page of news space to publiciz- 
ing the insurance industry in general 
and the Helena association in particu- 
lar. The newspaper published a pic- 
ture of the assembled membership of 
the Helena association. In another pic- 
ture with Mayor Brackman were O. K. 
Sather, president of the Montana Assn. 
of Life Underwriters, and Martin 
Clarke, president of the Helena associ- 
ation. 
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SUCH A PLAN IS... 


for building a strong, 








Providing sound coverage at reasonable cost 
through competent representatives. Bankers National's 
consistent aim since its founding. 





YOUR OWN “MILLION 
DOLLAR” AGENCY ? 


PRESTIGE ? 
SECURITY ? 
INCREASED INCOME ? 
SELF SATISFACTION ? 


Interested in a plan that will accomplish *i:ese things? 


Bankers National Life’s MILLION DOLLAR 
AGENCY BUILDERS PLAN based on: 


e An exclusive county franchise. 


-e@ A field tested blueprint for developing your own 
MILLION DOLLAR agency quickly. 


e All the necessary sales tools and lucrative commissions 


well-knit organization. 


Qualifiers should have a successful life insurance sales record and a 
strong determination to build their own business. 


IF YOU THINK YOU ARE THE RIGHT MAN... 


Just complete and mail the coupon for full particulars on the MILLION 
DOLLAR AGENCY BUILDERS PLAN. 
















FS es ee ap cs ee a tae 


I would like to know about your MILLION 
DOLLAR AGENCY BUILDERS PLAN. 


QHVC1ICETI NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 
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AdéS Public Relations 
Program Needs Support 
of All, Says Williams 


Everyone working in the A&S field 
should actively support and take part 
in a continuing program of public re- 
lations, James R. Williams, vice-pres- 
ident of Health Insurance Institute, 
declared in a talk to Western Michi- 
gan Health & Accident Assn. at Grand 
Rapids. 


If such a program is to be success- 
ful, it must have the active partici- 
pation of everyone, the salesmen, the 
home office people and all others con- 
nected with the business, Mr. Wil- 
liams said. 

Agents play a vital role in building 
and maintaining public goodwill and 
acceptance of the business, he said. 
He advised agents to follow these rules 
in dealing with the insurance buying 
public: Figure the prospect’s needs 


first and then tailor the program to 
fit the problem; keep in touch with the 
policyholder; make sure when the pol- 
icy is delivered that the client under- 
stands the coverages and exlusions; 
and provide service to the policyhold- 
er. 

Agents and all other representa- 
tives of the A&S business may take 
pride in the wide public acceptance 
of the entire concept of health insur- 
ance, Mr. Williams added. 





There’s something special about a Maccabees Agent 
1] 
“GO GLACIER 
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The Maccabees Agent is preparing to qualify for 

an all-expense-paid trip to The Maccabees 1957 Sales 
Convention at Glacier National Park in the Montana 
Rockies. « When he ‘Goes Glacier in ’57,”’ he’ll stay 

at the luxurious Many Glacier Hotel during convention 
days, June 17-21. He’ll have time to take in the 
recreational and sight-seeing opportunities this beautiful 
as well as participate in all the 
convention activities. « If you’d like to ‘Go Glacier in 
‘57,” write to Robert O. Shepler, Field Director. 


THE MACCABEES( ff} 
-a Life Insurance Soci “TEE 


The Maccabees Building e Detroit 2, Michigan 
Offices in principal cities of the United States and Canada 
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can mean big money to you! 
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... through Life and Casualty BANTAM GROUP INSURANCE 


Yes! Every store, office, plant and business firm in your terri- 
tory employing 10, 15, 25—even as few as 5* people—can now 
qualify for Group Hospitalization, Surgical Procedure, Polio 
and Life insurance coverage under the L & C Bantam Group 
Insurance plan. Think what this can mean to you in added 


income! 


Where formerly only big businesses enjoyed this coverage, 
today you can offer thousands of smaller firms Group Insur- 
ance Coverage under the L & C Bantam plan with the backing 


tape, 


and reputation of this Billion Dollar company! 


% Life only where state laws permit. 


Life and Casualty | 
“ance J ! 








ARSE SSeS 


Group Insurance Division 
I LIFE and CASUALTY INSURANCE COMPANY 
Nashville, Tennessee 


Please send at once: 


Nome 


We'll help you sell Big Business too! Now both large and small 
business firms can avail themselves of L & C Group Insurance 
Coverage. And we will help you sell them! L & C rates are 
competitive, our simple administrative procedure cuts “red 
and the unusual flexibility of L & C coverage makes 
our Regular or Bantam Group Insurance of interest to every 
firm. Write or mail the coupon for FREE descriptive literature 
TODAY. No obligation. 


©) Folder on Bantam Group Insurance 
© Brochure on Regular Group Insurance 
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Health Insurance Institute is the 
public relations arm of Health Insyr. 
ance Assn. of America and interprets 
the record of the business. It reports 
how the business operates in the pub. 
lic interest through news stories, book. 
lets and other materials for specific 
groups such as magazine and neys 


writers, educators, research people 
and radio and TV staffs. 
- e + 


Speaking at the Northwest Interna. 
tional Accident & Health Sales Con. 
gress in Portland, Ore., Mr. Williams 
pointed out that agents have come ty 
realize more and more their respongj. 
bilities as insurance representative; 
beyond the point of sale to assume 
their important duties as citizens 9 
the community as well. The impres. 
sion that the agent leaves with peo. 
ple and groups in the community helps 
to influenee public attitudes towan 
the product or service he represents, 





New York City CLUs 


Elect McCann President 


New York City CLU chapter has 
elected James J. McCann, Home Life, 
president for 1956- 

57. 

Also elected 
were Bernard M. 
Eiber, Mutual 
Trust Life, ex- 
ecutive vice- 
president; Ralph 
Fensterwald, Con- 
tinental Ameri- 
can, public rela- 
tions vice-pres- 
ident; Margaret F. 
Carlsen, Equitable 
Society, educa- 
tional vice-presi- 
dent; Marcia Hor- 
vat, New England Life, secretary, and 
Gerald D. Good, Equitable Society, 
treasurer. 

The first fall meeting will be Oct. 11. 
CLU designations will be conferred on 
new candidates who have qualified. 





J. J. MeCann 





Northwestern Mutual 
Names 1956 Policyholder 


Examining Committee 

Five business and civic leaders from 
widely-separated parts of the country 
have been elected to Northwestern 
Mutual Life’s 1956 examining commit- 
tee of policyholders. The examining 
committee, considered unique in the 
life industry, consists of policyholders 
who have no other connection with 
the company. On behalf of more than 
1 million Northwestern Mutual policy- 
holders, the committee investigates 
and inquires into the company’s poli- 
cies, practices and activities, employ- 
ing independent auditors and _ other 
personnel as needed. Among its duties 
are the examination of the eompany’s 
records and a report to policyholders 
and the board of trustees. 


The committeemen are John -#. 
Kopmeier, Milwaukee, president of 
Wisconsin Ice & Coal Co.; Gen. Leif 
J. Sverdrup, St. Louis, president of 
Sverdrup & Parcel, Inc., consulting 
engineers; John R. Wood Jr., South 
Bend, vice-president and treasurer of 
Clark Equipment Co. at Buchanal, 
Mich.; Henry B. Wehrle, Charleston, 
W. Va., president and director of the 
McJunkin Corp., an oil and gas well 
supply company; and Alfred A. Lau 
Jr., Kiel, Wis., state senator and pres- 
ident of Laun Furniture Co. Sen. Laun, 
reelected from the 1955 committee, 
serves with the approval of the Wis- 
consin commissioner. 
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Turnover Creates Key Man Coverage Need | 


(CONTINUED FROM PAGE 10) 





additional collateral on the insurance. 
For my own curiosity, I asked him if 
he was of the opinion that the loan 
would not have been made if there had 
been no insurance. He advised me that 
the bank could not have made such a 
large loan if there had been no insur- 
ance, and that about $25,000 would 
have been their limit. 

Let’s look at one other thing: Here 





says Elnora Robin- 
son, wife of Al Rob- 
inson (Malcolm C. 
White Agency, Okla- 
homa City) 


“And that gives me a 
lift too! The truth is, Al 
was a successful sales-— 
man long before he 
thought of a life insur- 
ance career. But it’s the 
recognition he receives 


now that makes us both 
feel we really began to 
live on the day he 
started with Pacific Mu- 
tual four years ago.” 


Elnora Robinson has 
accompanied her hus- 
band to three Big 
Tree Top Star Con- 
ferences and two Pa- 
cific Mutual National 
Conventions. 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 

e 
LIFE » ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 





is a corporation that has a nice sur- 
plus. They have purchased American 
Tel. & Tel., and U. S. Steel stock with 
the surplus funds. Now, they want to 
borrow some money, so they go to the 
bank with these funds as collateral. 
Let us say the amount of collateral 
they purchased just yesterday cost 
$100,000. The bank is naturally very 
glad to loan them money on this col- 
lateral, and because the company is 
a good company, they agree to loan 
them $70,000. Most banks will lend 55 
to 60% on stock, but since this is a 
good credit risk, they will give them 
every benefit, and let’s say 70%. Let’s 
say they will give this man another 
break, and loan him the money at 
4%. Let’s say the corporation takes this 
same $100,000 and buys a contract on 
the life of the executive. They are re- 
lieved of any worries about surplus. 
They will purchase a lot more than 
$100,000 worth of insurance, depend- 
ing upon his age, and they will have a 
collateral that they can borrow 95% 
of the cash value, instead of 70%. 
Through brokers in most metropoli- 
tan areas they can get loans at 3.5% 
with life insurance contracts as col- 
lateral, they have pegged the value 
through the insurance. They have not 
had to divulge to the bank the fact 
that they are borrowing money, and 
that is quite important to a great 
many corporations. Should the execu- 
tive die, they will have an apprecia- 
tion from the proceeds of the contract. 


Now, let’s take the benefits to the 
key man in the closed corporation 
from the standpoint of the possibility 
of his needing cash in his estate for 
federal estate purposes in case of his 
death. If his interest in the corpora- 
tion is sufficient to warrant the use of 
these dollars under the law, the cor- 
poration can use this key man insur- 
ance to buy his stock with the pro- 
ceeds and give his wife the necessary 
cash to pay the taxes on his estate. 
So, there are a great many facets and 
ramifications available to both the in- 
dividual and the corporation through 
the use of key man coverages. 

So, now we come to deferred com- 
pensation. This has been the means 
whereby corporations have been able 
to obtain key personnel by contracts 
of deferred compensation because they 
have a twofold benefit to its key man. 
One is the personal benefit. The other 
is family benefit. Some are funded, 
some are not. Naturally, we can show 
a corporation wherein the funded plan, 
through the medium of life insurance 
is, by far, the most satisfactory. As I 
said before, salary alone, does not sat- 
isfy men with ability. They want those 
multiple benefits, free from taxation 
to themselves at a time when their 
income is high. They want them de- 
ferred until such a time as they either 
retire or die. 

There is an article printed in one of 
the newspapers, showing the fact that 
business has taken out over $3,000,- 
000,000 worth of insurance in the last 
twelve months on key men. If you 
look at any corporation’s financial 
statement, you will find that a great 
amount of money is paid each year by 
corporations for protection and de- 
ferred compensation on key execu- 
tives. Good men are hard to find and, 
therefore, a corporation has to offer 
them other things than salary. 

Let’s take up the deferred compensa- 
tion for personal benefits. It means 
that the corporation will guarantee to 


pay him so much money at age sixty- 
five for life or for a guaranteed num- 
ber of years. If he does not live, after 
starting to receive his retirement ben- 
efits from the deferred compensation 
agreement, his wife will receive the 
income from the years certain in the 
option that is arranged, or will re- 
ceive the balance of the number of 
years that are guaranteed by the 
agreement. 

Naturally, he must stay with the 
company, not go into competitive bus- 
iness and be available for consulting 


purposes. 

Now, let’s take up the family bene- 
fits involved. If he dies, it will guar- 
antee to pay his family an income for 
ten, fifteen, twenty years. First to his 
wife, and then to the children. These 
agreements are very flexible, they can 
be written to fit almost any reason- 
able desires. There is another factor, 
in that this is very, very advantageous. 
to the corporation for welding the key 
man to the corporation, and that is the 
advantage dollar-wise to the corpora- 
tion. 
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A MUTUAL COMPANY ° 


BERKSHIRE PRESENTS THE 


MOST COMPLETE 


LINE OF 


RETIREMENT 


INCOME PLANS 


WITH LOWER RATES 
THAN EVER BEFORE 


All $5,000 Minimum Plans 
"in Improved, Expanded Line 
are ‘Specials’ — 


One to Fit Every Purse! 


Now—Specials Across the Board on all $5,000 minimum plans makes 
our complete Retirement Income line the broadest, most attractive in 
the industry. New policies or new low costs: in a choice of plans - 
written with 5 or 10 year certain periods . . . a special plan for 
persons whose earning period is limited, or who wish to build 
equities more rapidly ... a plan for those who want to combine high 
initial protection with moderate retirement income. All retirement 
prospects can be interested — and sold! Get ALL the extra-saleable 
features and easy-to-explain details. 


RKSHIRE 


LIFE INSURANCE Co. 


Life, Annuities, Pension Plans and Accident & Sickness 
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Claim Men Face Critical 
Problems in A&S Area 


(CONTINUED FROM PAGE 4) 
in the light of any complaints which 
might be filed. 

Hospitals and doctors have taken an 
active part in determining how and 
what information should be furnished. 
This interest grew out of the increased 
number of patients who must rely on 
doctors and hospitals for information 
needed to make proof of claim for 


more emphatic its desire for simple 
methods of collecting what is due. 

Claim men must serve the needs of 
companies for necessary statistical in- 
formation and must have adequate 
material to evaluate a loss. Often, 
claim men are caught between the 
pressure created by increased public 
interest in how the work is done and 
the requirements of their companies, 
Mr. Linthicum said. 

He lauded the work of the associa- 
tion in the uniform claim form move- 


benefits. 


Also, the public is making 


ment, which has “progressed far and 
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what kind of company stands behind 
the man from Midland Mutual? 


a strong company with a ‘‘helping hand’’—The Man from 
Midland Mutual is justly proud and confident. He’s proud of 
his company’s 50 years of dedicated service to policyowners 
and representatives in the field. He’s confident of the future, 
because he knows he can count on solid support and help 
from this strong, stable company known for its fair dealing. 

At Midland Mutual, the close relationship between home 
office and field is based on the “helping hand” philosophy. 
The Agency Department staff believes in and practices this 
philosophy of assistance. Realizing that general agents’ 
problems are their problems as well, these company people 
offer valuable help in building successful agencies. 

Midland Mutual’s “helping hand” approach has been a 
prime factor in the company’s sound growth to a position 
stronger than ever before. In this Golden Anniversary Year, 
insurance in force exceeds $300 million, assets are more than 
$90 million, more than 100,000 policies are in force, and 
the asset-liability ratio ranks high in the industry. 

If you would like to learn more about Midland Mutual’s 
growth story, and how its “helping hand” operation benefits 
the men in the field, write Charles E. Sherer, CLU, Vice 
President and Director of Agencies. 
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256 East Broad Sireet, Columbus 16, Ohio 


Midland Mutual Agency Building Opportunities include openings in these 
areas: California, Illinois, Indiana, lowa, Keriucky, Michigan, North Carolina, 
Ohio, Pennsylvania, Virginia. 
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is helping to answer many of the de- 
mands of doctors and hospitals.” The 
organization’s analysis of what is 
needed from the public for verifying 
claims has brought about a more prac- 
tical approach to claim men’s needs 
and has simplified technical require- 
ments in the A&S lines, he said. 

Commissioner Parker of Virginia ex- 
tended a brief welcome to the con- 
vention. 





Michigan Life Considers 
Five for One Stock Split 


Directors of Michigan Life have 
asked the officers to investigate the 
possibility of a five for one stock split, 
changing the par value of stock from 
$50 to $10 per share. The officers are 
to make a recommendation at the De- 
cember board meeting. If the directors 
approve the split, shareholders would 
vote on the issue at the annual meeting 
in March, 1957. 

“A reduced par value would bring 
Michigan Life into line with most other 
insurance companies and eventually 
increase the number of stockholders,” 
Scott E. Lamb, president, said. The 
ecmpany now has 12,000 shares in the 
hands of about 500 stockholders. 


Four Speakers Named for 


Mid-West Management Meg; 


Four speakers for the Mid-Weg 
Management Conference at French 
Lick, Ind., Oct. 25-27, have been ap. 
nounced. They are David Gregg, presj. 
dent American College of Life Under. 
writers; E. H. Nicholson, superintep. 
dent of agencies Connecticut Generg)- 
Leland F. Lyons, vice-president Ney 
York Life; and C. B. McCaffrey, aq. 
vanced underwriting training directo 
Northwestern Mutual. 

The conference, oldest of associa. 
tion-sponsored management meetings 
is conducted by General Agents 
Managers Assn. of Indianapolis. Chair. 
man this year is Guy Morrison, North. 
western Mutual. 





Indiana Leaders Club Backs 
Pritchard for Secretary of NALU 
Life Insurance Leaders Club of In. 
diana, which represents over 350 lead: 
ing life agents, have unanimously 
voted to endorse the candidacy of Oren 
D. Pritchard, Union Central Life map. 
ager at Indianapolis, for the office of 
secretary of National Assn. of Life 
Underwriters. The election will take 
place during the NALU meeting 4 
Washington next week. 

















THE COMPANY shall 
provide adequate financing 
to mect the new agent's 
minimum budget during 
his indoctrination period. 






















Obviously, most new agents will be unable to meet their minimum budgets 
during the early weeks of their life insurance training. And yet, this is a 
period during which they must be free of financial worry . . 
absorb the knowledge and develop the skills which lead to success. During 
this period, we feel it is our obligation to “take up the slack” through a 
financing arrangement that provides the difference between what he earns 
and what he needs. Should the agent fail, it is an expense which we are 
prepared to absorb. Should he succeed, it becomes a business-like loan 
which can be retired as increasing income makes it possible. 


California-Western States Life 
Insurance Company 


HOME OFFICE: 
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No. 4 OF A SERIES 





© In selecting and train- 
ing the new agent, we 
believe that the Com- 
pany’s responsibility 
must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company .. . the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success. In this series 
of messages, we pre- 
sent a few of what we 
consider to be our in- 
escapable obligations 
under this “invisible 
contract”, 
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COMPANY & AGENCY CHANGES 





Travelers 

Mark W. Hill has been named actu- 
arial assistant in the life actuarial de- 
partment; John W. Huntley, Robert H. 
McMillen and Harvey J. Saffeir have 
been promoted to actuarial assistants 
in the accident and group actuarial de- 
partment, while James A. Roberts has 
been named group statistician in that 
department. Mr. Hill joined the com- 
pany in 1929 and was named senior ac- 
tuarial analyst in 1955. Mr. Huntley 
joined in 1951, Mr. McMillen in 1946, 
Mr. Saffeir in 1951, and Mr. Roberts in 
1927. Mr. Saffeir is a fellow of Society 
of Actuaries and the others are asso- 
ciates. 


Prudential 

Thomas C. Peek has been named 
manager of Prudential’s newly-created 
Oakland, Cal., agency which bears his 

name. Frederick A. Schnell, vice- 
president, and Howard Miller, regional 
director of agencies, both of the Los 
Angeles regional home office, were on 
hand to greet more than 200 guests at 
the formal opening reception of the 
Peek agency. Mr. Peek joined the com- 
pany in 1953 as division manager at 
Oakland. 

Wesley E. Rand, associate manager 
for the past year at Portland, Me., has 
been advanced to manager, effective 
Oct. 1. He will succeed Frederick W. 
Fair, who, after heading the agency for 
25 years, has requested he be relieved 
of that responsibility, but will continue 
with the agency as associate manager. 
Mr. Rand joined the company at Port- 
land in 1951 and was promoted to a 
managerial post in the Chicago region- 
al home office in 1954. 

Charles Hayde has been promoted 
to associate director of agencies in the 
district agencies metropolitan region 
headquarters at New York City. He 
succeeds Charles Karpman, who re- 
places Vernon D. Wiley as associate di- 
rector of agencies in the Long Island 
region headquarters at Hempstead. 
N. Y. Mr. Wiley has been promoted to 
Girector of agencies at the north cen- 
tral home office in Minneapolis. Mr. 
Hayde joined the company in 1936 and 
has been district manager at Yonkers, 
N. Y., since 1954. Mr. Karpman, a CLU, 
joined the company in 1937 and has 
« been associate director of agencies in 

New York City since 1954. 


Franklin Life 


Jerry I. Matu- 
soff has been ap- 
pointed general 
agent for Dayton. 
Mr. Matusoff has 
been associated 
with Northwestern 
Mutual Life for six 
and one-half 
years, and he is a 
director of the 
Dayten Assn. of 
Life Underwriters. 


Business Men’‘s Assurance 


Five members of the sales depart- 
promoted. 


ment have _ been They 
are: C. R. More- 
land, regional field 
manager; Jack E. 
Bernet, adver- 
tising manager; 
James E. Wavada, 
sales promotion 
manager; J. K. 
Higdon, sales pro- 
motion supervisor, 
and John R. Lilla, 
sales record super- 
visor. 

Mr. Moreland, 
who joined B.M.A. 
in 1939, has been a member of the 
sales department since 1947, and will 





C. R. Moreland 





Jack E. Bernet James E. Wavada 


supervise activities of home office ter- 
ritory operations. 

Mr. Bernet will be in charge of ad- 
vertising and publicity programs. He 
joined the B.M.A. sales department in 
June as advertising consultant. 

Mr. Wavada has been with the com- 
pany nine years and entered the sales 
department in 1953. He has edited the 
bulletin for salesmen. , 

A member of the sales department 
since January, Mr. Higdon will super- 





John R. Lilla J. 


vise promotion and distribution of sales 
aids and development of sales training 
material. He is the son of B.M.A. pres- 
ident J. C. Higdon. 

Mr. Lilla, with the company since 
1948, worked in the policyowners ser- 
vice department before being trans- 
ferred to sales. 


Continental Assurance 

David G. Scott, formerly vice-presi- 
dent and actuary of Continental As- 
surance, has been named Ist vice-pres- 
ident and actuary, succeeding Raymond 
H. Belknap, who has resigned to de- 
vote his full time to the developing 
demands of his position as president 
of U.S. Life. Mr. Scott was in the 
agency department of a Canadian in- 
surer before joining Continental in 
1941 as head of the actuarial depart- 
ment. A few months later he was 
named assistant actuary and in 1946 
became actuary. He was appointed 
vice-president and actuary in 1954 and 
a director of the company last April. 
Mr. Scott is currently chairman of the 
actuarial committee of American Life 


K. Higdon 





Jerry |. Matusoff 
Donald G. H. Bennett has been ap- 
pointed district manager at Trenton. 
He entered the life business 64% years 
age with Provident Mutual Life and 
has had both sales and supervisory 
experience. He is president of Dela- 
ware Valley Life Underwriters Assn. 


U. S. Life 


The M. L. Adelson agency of Toledo 
has been named general agents. Mr. 
Adelson has been with World of Oma- 
ha and led that company in life pro- 









Convention. 


duction in 1955. 


Great-West Life 


D. H. Scott has been appointed 
branch manager in charge of sales op- 
erations at Fort William, Ont. Previ- 
ously he had been Vancouver branch 
supervisor and district manager at 
New Westminster, B.C. 


John Hancock 

These changes have been made in 
the group claim field offices: Edward 
P. Hughes, manager at Atlanta, has 
been promoted to southern regional 
manager. Alan R. McCollum, assistant 


manager at Los Angeles, has been ad- 
vanced to manager. Robert A. . Leaf, 
claim field representative, has been 
promoted to manager at New York 
City to succeed David R. Dodsworth, 
who has been transferred to the ma- 
chine programming staff of the claim 
department. Roger L. Griffith, claim 
field representative, has been promot- 
ed to manager at Dallas. . 


Mutual of New York 


Peter A. Peyser has been appointed 
manager of a new agency to be opened 
Oct. 1 in White Plains,, N. Y. Mr. Pey- 











OPPORTUNITY 


CAN YOU PROSPECT? 

Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 

If you’re doing well right now with what 
you've got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 

Can you ins pire and show others “how to”? 


CAN YOU COMPETE? 

Do you enjoy competing with others? 
More important, do you compete with 
yourself ? 


Can you instill this Spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 
Do you want to earn top present and 
future dollars for your own personal 
“know how” and for your ability to 
show others “how to”? 


HERE’S YOUR ANSWER! 

Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 

9 years—top 1st year commission on 

par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents. 


- Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 











THE Golo SrBtE Lire 


COLUMBUS 15, OHIO 





Licensed in: Calif., D. C., Ill., Ind., lowa, Ky., Md., Mich., Minn., Mo., No. Car., Ohio, 
Pa., Texas, Va., and W. Va. 
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ser has been on the sales department 
staff ‘at the home office since Febru- 
ary, undergoing special training for the 
managerial post. He entered the busi- 
ness with Manhattan Life in 1946 and 
was advanced to associate general 
agent in New York City in 1953. His 
father is Percy A. Peyser, general 
agent of Manhattan Life in New York 
City. 

Edward J. Scheiwe has been named 
to the newly created post of A&S spe- 
cialist in the southern region, with 
headquarters at Atlanta. He has been 
with Continental Casualty for 10 years, 
the last three as southwestern branch 
manager in Atlanta. He is a former 
professional baseball and_ basketball 
player. 


Security Mutual, Binghamton 
Joseph M. Bennett has been named 
group sales manager in charge of all 
sales and service operations and the 
New York City and midwest group of- 
fices. In the business 23 years, he has 
been assistant director of training of 
Liberty Mutual and previously was 
with Employers Mutuals of Wausau. 


Security-Connecticut 

Clarence O. Sheldon has been ap- 
pointed manager at Long Beach, Cal. 
He began his career with Prudential 
in 1946 and was named division man- 
ager in 1952. He was appointed man- 
ager of Midland National Life in 1955. 


Pan-American Life 


Joe Kimberlin 
Jr. has been 
named general 
agent at Okla- 
homa City. He has 
been in the busi- 
ness since 1949, 
serving in various 
posts with Guar- 
antee Mutual Life. 


Joe Kimberlin Jr. 


Metropolitan Life 

Charles W. Kay Jr., manager at 
Boise, Idaho, for the past two years, 
has been appointed manager of the 
Tacoma district, succeeding John Prins, 





ANICO announces 
the Executive Special plan 


$25,000 minimum issue policy 





Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


yaar AMERICAN NATIONAL 
Hig INSURANCE Co. 


GALVESTON, TEXAS 
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MORE THAN 3 BILLIONS, 500 MILLIONS IN FORCE 
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who retired after 35 years with Metro- 
politan, 25 of them in Tacoma. 

C. A. Stine is the new manager for 
Metropolitan Life in the Portland 
(Ore.) north district. He formerly was 
an assistant manager at Pocatelo, Ida. 


Columbus Mutual 

Walter W. Canner of Ridgewood, 
N. J., has been appointed special agen- 
cy builder. He will 
assist in the re- 
cruiting, training, 
and supervision of 
agents in the 
Ridgewood and 
northern New Jer- 
sey area and will 
be responsible for 
helping them 
build their indivi- 
dual agencies. He 
will also. direct 
brokerage - serv- 
ice expansion in 
the area and will 
continue to service 
his personal clients. 

A speaker and writer on life insur- 
ance subjects, Mr. Canner is a director 
of New York City Life Underwriters 
Assn. and the New York City Life 
Managers Assn. He is a former vice- 
president of the New York City A&H 
Club. He entered insurance with Trav- 
elers in 1923 at the home office and 
served in Cleveland, Rochester, N. Y., 
Columbus, and Yonkers before going 
to New York City in 1939 as assistant 
supervisory A&S underwriter, later 
becoming assistant manager of the 
John street branch, and being subse- 
quently placed in charge of A&S pro- 
duction. 

In 1946 Mr. Canner resigned from 
Travelers to become vice-president 
and agency director of Sterling Life of 
Chicago. He later returned to New 
York City to become brokerage super- 
visor for Connecticut General. In 1949 
he became president of the Hoey & El- 
lison life agency, general agents for 
Equitable Life of Iowa. He resigned 
last May when the agency retired from 
the life insurance business. 


RECORDS 


BANKERS LIFE—New business is- 
sued and paid-for in the first eight 
months of 1956 totaled $186,348,334, an 
increase of nearly $28 million over the 
same period last year. Ordinary ac-, 
counted for $111,465,047 and group 
$74,883,287. Production for August to- 
taled $22,553,700 for a $2 million in- 
crease over the same month last year. 
Total in force reached $2,580,472,569. 





W. W. Canner 











The home office agency of Commonwealth 
Life achieved top performance in the com- 
pany’s annual August campaign among branch 
office agencies. The home office agency at 
Louisville, winner on a composite score of four 
factors, is managed by Louis A. LeLawrin. The 
Ohio central branch at Marion placed second 
in per cent of quota, and the southern Indiana 
agency at Evansville placed second in volume. 

Leading agents in volume in the campaign 
were John Welch, Louisville; W. L. Gunn, 
Paducah; and W. T. Martin, Louisville. Lead- 
ers in applications submitted were E. L. Hart- 
man, Louisville; W. D. Busch, Marion; and 
J. O. Groff, Dayton. Sale volume for the 
branch office in August was 16% above the 
campaign volume in 1955. 


Unterman agency of Continental American 
Life in New York City, on its second anni- 
versary, ranks fifth in the company. The agen- 
cy’s second year’s sales were 75% greater than 
the first year’s production of $1.5 million. Vice- 
president Max S. Bell congratulated Israel 
Unterman, general agent, and the agency for 


Your Mutual 
Benefit Life 
Man says: 


4) 





out of 10 
successful 
men want 
custom- 


built life 


insurance. 
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That’s where Mutual Benefit Life 
men like Albert F. Groenke of 
Cincinnati, really shine — meeting 
the “custom-built” life insurance re- 
quirements of successful men who 
can’t be pleased with the usual 
“ready-to-wear” variety. Because 
they’re equipped to do a better job 
for clients, they do 
a better job for 
themselves as well! 
The Mutual Bene- 
fit Life Insurance 
Company, New- 
ark, New Jersey. 
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Ditman Succeeds Moore as LOMA President 


(CONTINUED FROM PAGE 1) 
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labor-management harmony, but a 
higher rate of production and efficien- 
cy.” ’ 

Mr. Faulkner noted that there is a 
far greater premium today on the in- 
genuity and resourcefulness of man- 
agement because of increasing govern- 
ment restrictions and taxes on busi- 
ness. He paid tribute to management 
officials, for whom, he said, “there is 
no 40-hour week nor time-and-a-half 
for overtime.” He asked the group to 
look at the number of coronary occlu- 
sions and cerebral accidents among 
young and middle-aged executives. 

Raising employes efficiency from 50 
to 150% without applying “sweat shop 
conditions,” was described by Mr. Bar- 
do. He told LOMA members that the 
success of his own company’s program 
lay in a wage incentive or bonus plan. 
This plan applies to about half the 
employes, who have a relatively con- 
tinuous work supply, a work procedure 
governed by definite rules, control of 
the production rate of their jobs, and 
work that is interchangeable with that 


of at least four other employes. “We 
would not put on incentives, for ex- 
ample, work requiring employe deci- 
sions, such as underwriting,” Mr. Bar- 
do explained. 

Careful records are kept of produc- 
tion output of each covered employe 
and these are translated by the com- 
pany personnel department into com- 
panywide bonus earnings which av- 
erage about $9.50 a week per employe, 
Mr. Bardo said. 

“We do not operate on a factory 
piecework plan. We believe from the 
very beginning that the employes 
would prefer a guaranteed salary with 
a bonus paid for extra effort and that 
still is our plan. We define it in ‘extra 
effort? as any production above 70% 
efficient.” 

He said his company found that “our 
average, good employe is running along 
at a big, snappy 50%.” The standard of 
efficiency is not set so high that it 
would be difficult for even the best 
employe to maintain a 70% rating. Mr. 
Bardo said his company defined the 
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an outstanding opportunity in Albuquerque, for the 
right kind of high type man ready for General Agent 


National Reserve Life is achieving enviable records 
as one of America’s fastest growing companies—and to- 
day has passed the one hundred and ninety-five million 
dollar mark of Insurance In Force. Our field force men 
are assured the utmost in home office cooperation plus 
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100% efficiency as “that rate of produc- 
tion which the average, well-trained 
employe should be able to maintain 
throughout the day without undue fa- 
tigue.” Under this standard some em- 
ployes have averages over 150%, and 
they are not begrudged a single nickel 
they are paid, because they earn it. 
They are paid 1% of the basic salary 
for every percent of efficiency over 
70%, Mr. Bardo said. The bonus does 
not jeopardize merit increases. 

Mr. Bardo told his audience that em- 
ployes do not work under sweat shop 
conditions to achieve this. He said his 


company offers employes attractive 
surroundings, a 20-acre park and mu- 
sic while they work, and the employes, 
in turn, do not complain that they are 
under-privileged or over-worked. 

“As far as we are concerned, indi- 
vidual incentive is the key that opens 
the lock to efficiency,” he added. 

Mr. Toan told LOMA members that 
electronic equipment could change the 
present organization of data handling 
as well as the present concept of cleri- 
cal work. “In insurance,” he said “we 
find an organization that has grown up 

(CONTINUED ON PAGE 24) 
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The Republic National Life of Dallas 
Reached the Magic Number of One Billion 
Dollars of Life Insurance 
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HITS THE BULL’S-EYE 





BUILDING A SUCCESSFUL AGENCY 


PLU $ T H ES E A DVA N TA G ES — Success-proven training courses @ Program- 


ming schools @ Business and tax seminars @ 


Senior Plan @ Check-O-Matic and Premium Deposit Plans @ Complete line, low cost Life, 
Accident, Sickness, Hospitalization, and Major Medical Policies. 


Watrer H. Huent, President Axnovp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutval—Established 1905 : 


INDIANAPOLIS 
AGENCY OPPORTUNITIES in Fia., Hll., Ind., 










@ career Compensation Plan 


A 2-year plan—liberal to both agent and general agent. 


@Grroduction Incentive Agreement 


A contract for prospective agent unexcelled by leading companies. 


EGraining Allowance 


A substantial amoui.i paid to general agents for recruiting and training. 
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Reed Gives Explanation 
of SS Disability Benefits 


(CONTINUED FROM PAGE 13) 
depends on his average earnings it is 
the same as the amount of the old-age 
insurance benefit for which he would 
be eligible if he were 65. 

Disability insurance benefits are not 
paid in addition to old-age or survivors 
insurance benefits. If an individual is 
eligible for more than one benefit at 
the same time, he! will ordinarily re- 
ceive an amount equal to the largest. 

The first month for which disability 
insurance payments can be made is Ju- 
ly, 1957. No application can be accept- 
ed before October, 1956. 

Dependents do not get social security 
benefits based on an individual’s social 
security account until he applies for 
retirement benefits. 

His dependents may be eligible for 
survivors insurance benefits if he dies 
while he is receiving disability insur- 
ance benefits. 

If an individual is between 50 and 65 
that his application for a disability 
freeze has been approved, and he is 
between 50 and 65 years of age, he may 
file an application for benefits on or 
after Oct., 1956. However, it is not 
necessary that he apply during Octo- 
ber. He should make his application 
at some time between Oct., 1956, and 
July, 1957. His social security office 
will let him know what proofs are re- 
quired when he applies. 

If he has applied for a disability 
freeze but has not yet been notified of 
the decision, he must- wait until he re- 
ceives his official notice. His social se- 
curity office needs to know what 
decision was made on his freeze ap- 
plication in order to take the appro- 
priate action on his claim. However, 
if he has not received official notice 
of the decision before June, 1957, he 
should get in touch with his social se- 
curity office and make his application. 

e e e 

If an individual’s application for a 
disability freeze is denied, he probably 
does not meet the requirements for dis- 
ability insurance benefits. However, if 
he believes that he now meets the re- 
quirements, he should get in touch with 
his local social security office. 

If an individual believes that he is 
eligible for disability insurance benefits 
or a disability freeze, he should make 
an application for a disability freeze 
at once, if he has not already done so. 

If an individual meets all the require- 
ments for disability insurance pay- 
ments in July, 1957, and makes his 
application for the payments no later 
than December, 1957, he will get pay- 
ments beginning with July. 

If his application for disability in- 
surance payments is made after De- 
cember, 1957, no payments can be 
made for any month before the appli- 
cation was made. 

An individual may receive child’s 
insurance benefits after he reaches age 
18 if— 

(a) He has been disabled since be- 
fore he reached 18, 

(b) He is unmarried, and 

(c) He is dependent on a parent, 
step-parent, or adopting parent who 
is entitled to old age insurance benefits 
ander social security, or he was de- 
pendent on a parent who died after 
1939 and was insured for survivors 
benefits at the time of his or her death. 

It is not necessary that an individual 
himself have any record of work under 
the social-security law to get payments 
as a disabled child. 

Two examples will help to show how 
this part of the law works: 

Jim Hawkins was disabled at the age 
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t& Cleveland Room 


Dine in the splendid old world 
setting of a grand dining 
room. The menu is varied, the 
service unexcelled, 


a Pyenye ham 


One of the brightest of the city’s 
supper clubs. Dancing nightly 

+ from 9:00 p.m. 
Air conditioned, of course. 


 KbRoom © 


A true specialty restaurant... 
For Fabulous Roast Beef, 
roasted, carved and served 

to your order. 


sé MEN'S BAR 
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Plus sports events on TV. 
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For rapid service in the most 

unique bor in the country .. 
decorated with an outstanding 
collection of miniature trains. 


= “PANO 


Pause — in the relaxing, informal 
atmosphere of the gayly decorated 
Patio. It's a Cleveland habit to 
say — “Meet me at the Patio.” 
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in the modern, air-conditioned 
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or a moderately priced meal. 
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of 15 when his father was 50, and has 
peen disabled ever since. His father is 
now 65 and is receiving old-age insur- 
ance payments under the social securi- 
ty law. Jim may get child’s insurance 
penefits after 1956 even though he is 
now 30 years of age. 

Joe Burton became severely disabled 
four years ago when he was almost 13. 
His mother was working, but she died 
this year, and Joe was eligible for 
child’s insurance benefits based on her 
social-security account. Under the old 
law his payments would have stopped 
in the month before he reached 18. 
Even though Joe will reach 18 next 
year, his social security payments will 
now continue as long as he is disabled. 

If an individual believes that he may 
be eligible for social security benefits 
as a disabled child, he or someone in 
his family should get in touch with his 
social-security office after September, 
1956. 

If he is now receiving child’s insur- 
ance benefits under the social security 








law and he is disabled, he or the per- 
son who receives the payments in his 
behalf should get in touch with the 
social security office a few months be- 
fore he reaches 18. 

The first payments possible under 
this part of the law will be for the 
month of January, 1957. An individual 
will not lose any of the payments due 
in 1957 if his application is made before 
the end of January, 1958. 

If an individual is disabled but not 
eligible for disability insurance pay- 
ments, he may be eligible to have his 
social security earnings record frozen. 
Unless his earnings record is frozen, 
the period while he is disabled and has 
little or no earnings can reduce the 
amount of his own and his family’s fu- 
ture benefits. 

To be entitled to a disability freeze 
he must meet the work and disability 
requirements explained previously. 

If an individual believes that he is 
entitled to a disability freeze, he should 
get in touch with his local social secu- 








WANT ADS 


rity office right away and make his 
application for it. He should not delay, 
because his earnings record cannot be 
frozen until he has filed an application. 

If he was disabled in 1956 or earlier, 
he should be sure to apply to have his 
earnings record frozen by June 30, 1957. 
If he has already applied to have his 
record frozen, he does not need to make 
another application. 


If an individual applies for disability 
insurance benefits, the disability freeze, 
or disabled child’s benefits, his name 
will be referred to the vocational re- 
habilitation agency in your state. 

Benefits will be withheld if he re- 
fuses without good cause to accept re- 
habilitation services offered by the 
state rehabilitation agency. 

It is truly remarkable what can and 
is being done today in the field of vo- 
cational rehabilitation. Thousands of 
individuals are being returned annu- 
ally as useful and productive members 
of their community. The dollars and 
cents saving to the economy is enor- 
mous. The gain in terms of increased 
human dignity and self-respect is in- 
calculable. I am proud to have been 


one of the early fighters for this pro- 
gram. 

The amount of any social security 
benefit based on disability is reduced 
by the amount of any other federal ben- 
efit an individual receives based on 
disability, and by the amount of any 
state or federal workmen’s compensa- 
tion benefit he receives. 

To meet the costs of the benefits for 
disabled workers, an increase in the 
social security tax will go into effect 
Jan. 1, 1957. The amount of the increase 
is one-fourth of 1% each for employe 
and employer and three-eighths of 1% 
for self-employed people on the first 
$4,200 of earnings in a year. 

If an individual wishes to apply for 
disability benefits or for the disability 
freeze, he should get in touch with his 
social security district office. 

If he is unable to visit the social se- 
curity office, he may telephone or 
write or someone else may make the 
call for him. 

He can get the address of his social 
security office from the post office or 
from the telephone directory under 
“United States Government, Depart- 
ment of Health, Education, and Wel- 
fare, Social Security Administration. 








to make payment in advance. 
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MANAGERIAL OPPORTUNITY 
IN HAWAII 


A large and well established company 
in Hawaii, representing one of the finest 
Life Insurance Companies in the United 
States, has an unusual opportunity for the 
right man as Director of Training in its Life 
Insurance Department. The man we want is 
between 30 and 45 years old, with a ca- 
Pacity for career development in Life In- 
surance Management. Please write stating 
age, educational background, experience, 
salary requirement, and other related in- 
formation, and enclose a. photograph. An 
interview will be arranged in the United 
States. Address by air mail: Life Depart- 
ment Manager, American Factors, Limited, 
P.O. Box 3230, Honolulu, Hawaii. 
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ACTUARY 


Salary Up To $18,000 


( 

| 

| WANTED BY 
| N. Y. Consulting Organization 
Specializing in Group Annuities 


MUST BE FELLOW OF SOCIETY 
EXPERIENCED IN ALL PHASES. 
Send Complete Resume of Experience 


Box P-39, c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Ill. 


ALL REPLIES WILL BE HELD CONFIDENTIAL 
OUR EMPLOYEES KNOW OF THIS AD 
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GENERAL AGENCY OPPORTUNITY 


Friendly Eastern ae ard with the New Fea- 
tures, like 5 for | Family Income, Coupon Policy, 
Term on Term. . pt all the good old stand- 
ards... Life Dept. headed by proven Life In- 
surance Men . . Agency Offices will be opened 
in several cities in Ohio, Pennsylvania & Mary- 
land. Address Box P-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














ACTUARIAL OPPORTUNITIES 


Well Established and progressive firm of Con- 
sultants and Actuaries in New England has 
openings with excellent opportunities for Actu- 
aries and Actuarial Students. Inquiries confiden- 
tial. State prof ding or qualification 
and experience. Address Box P-38, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill 























































































































to wear this key ... 


BANKERS 








Truly Stands Out 


Just as the Chartered Life Underwriter key stands out among the 
rules above, it stands out on its wearer—as a symbol of the achieve- 


ment of special distinction in our business. 


That’s the reason we encourage Bankerslifemen to earn the right 
why we urge you other readers of this advertise- 
ment to consider doing so. There is still time to investigate how you 


may prepare locally for your CLU exams. 


DES MOINES, 


COMPANY 
IOWA 
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For Great Southerners 


—a continuous training 
program 

— liberal commissions 

—a full time, Life and A &S 

— non-contributory agents 
benefits 


GREAT SOUTHERN 


Lite Insurance Company 
Founded 1909 
Home Office + Houston, Texas 








While the program is run- 
ning they can't dispute, 
and by the time it is fin- 
ished they have forgotten 
what they wanted to dis- 
pute about. Sound Slide- 
film PRESENTS your prop- 


osition—it doesn't argue. 


Ask us 


O. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CHICAGO 7 Ilinois 
CAnal 6-4914 








Ditman Succeeds Moore 
as LOMA President 


(CONTINUED FROM PAGE 21) 
based on a high degree of specializa- 
tion. This specialization extends to the 
records themselves, so that we find a 
lot of records all bearing the same 
thing but none complete in itself, and 
all comprising an excessive amount of 
duplication.” 

He said management can reverse this 
trend with more powerful electronic 
equipment. A company will be able to 
eliminate much duplication by con- 
solidating these partially complete rec- 
ords, and can centralize information so 
that more can be done with it. 

In terms of “economic strategy,” Mr. 
Toan said this approach calls for time, 
a highly skilled study and implementa- 
tion team, and a large amount of mon- 
ey before economic return is to be re- 
alized. It probably also means that an 
“appreciable dent” can be made in 
clerical costs if the concept is strongly 
applied, he added. 

e e * 

Mr. Gibbons told the meeting that 
standards of accuracy and liability in 
mechanized operations tend to be bet- 
ter than those in which work is per- 
formed manually. 

The cost of doing clerical work by 
manual methods continue to rise, not 
only directly but in the various fringe 
costs which seem to be at least 10% 
of the direct payroll, he explained. If 
simple elements in clerical work are 
analyzed and computed, particularly 
those involving calculations, they can 
be done many times more cheaply by 
electronic equipment than by human 
effort, Mr. Gibbons said. 

“The use of equipment becomes even 
more attractive when it is considered 
that its costs, while essentially high, 
tend to remain low while the costs of 
manual clerical effort continue to 
rise,” he said. 

Automatic, painless “pre-authorized 
check” plans for paying life insurance 
premiums are catching on throughout 
the United States and Canada, Mr. 
Tufts told the convention. 

A policyholder authorizes his life 
insurance company to draw checks 
against his account, usually monthly, 
to pay the premiums, and he authorizes 
his bank to honor these checks. The 
checks are charged against the pol- 
icyholder’s bank account like any other 
check. In Canada the related “postdated 
check” plan works a little differently 
with the policyholder sending the com- 
pany postdated, signed checks to de- 
posit as the premiums fall due. 

. e * 

Mr. Tufts said the plan is designed 
for bank depositors who like to pay 
bills monthly, and for companies that 
want a bigger average policy, better 
persistency and a good opportunity to 
improve some of their products. 

Companies like the plan because the 
mailing of premium notices is eliminat- 
ed, and they can control their receipt 
of premium payments by depositing the 
checks according to the company sched- 
ule and not when the policyholder hap- 
pens to mail his check, he said. 





SOLON W. BOWEN, who estab- 
lished an agency of Washington Na- 
tional in Atlanta in 1944 and served 
until he retired in 1953, died in an At- 
lanta hospital. He previously had been 
manager of the casualty department. 





RICHARD E. OWEN, 45, manager 
of Monumental Life in Wilmington for 
the past year, died. 





P. D. HOUSTON, a director of Mas- 
sachusetts Mutual since 1932, died at 
his home in Nashville. 


N. Y. Life Makes Numerous 


Executive Advancements 

(CONTINUED FROM PAGE 1) 
promoted to manager of group insy,. 
ance sales. 

Mr. Phillips, who joined New Yor 
Life in 1921, has been vice-presiden; 
and chief actuary since 1953. 

Mr. Johnson has been vice-presidep 
in charge of agency administratiq, 
since 1951. He joined New York Lit 
as an agent in Phoenix in 1928. He wa 
named manager of the Arizona brang, 
office in 1934 and manager at Los Ap. 
geles in 1939. He went to the hom 
office in 1942 as superintendent y 
agencies. 

Mr. Gammill and Mr. McLeod hay 
been general counsels since 1953, 

Mr. Gammill, whose supervision jg 
devoted primarily to legal matters pe. 
taining to insurance, agency affairs ang 
taxes, joined New York Life in 1933, 

Mr. McLeod, who specializes in leg, 
matters pertinent to investments, joing 
New York Life in 1927. Mr. MacRae 
joined New York Life in 1953 as ap 
assistant vice-president in the under. 
writing department. He was the ac. 
tuary of the Occidental Life Insurance 
Co. from 1948 to 1953. From 1928 to 
1937 he was with Great-West Life. 

Mr. Ryan has been a 2nd vice-pres- 
dent since 1953. He joined the com. 
pany in 1929. 

Mr. Swinford joined New York Life 
in 1931 and has been a 2nd vice-presi- 
dent in charge of the company’s in. 
surance relations department, which 
he will continue to head, since 1953. 

Mr. Williams also has been 2nd vice- 
president since 1953. He will continue 
to have general supervision of the is- 
sue and change operations and personal 
A&S department. He joined New York 
Life in 1931. 

* e e 

Mr. Judson joined New York Life 
in 1908. He was appointed assistant 
secretary in 1927 and has been secre- 
tary of the board of directors since 
1941. 

Mr. Abbott, who has been assistant 
vice-president in the public relations 
department, joined New York Life in 
1946. Previously, he had been public 
relations manager of Remington Arms 
company and with Tamblyn & Brown 
Inc., a public relations firm. Previously 
he was a reporter on the New York 
Times and assistant to the editor of the 
Wichita Daily Eagle. 

Mr. Cueto, who has been an actuary 
since 1950, joined New York in 1924. 

Mr. McPherson joined the company 
in Washington, D.C. in 1927, and served 
as office manager there and at Balti- 
more before going to the home office 
in 1945. 

Mr. Sternhell has been an assistant 
vice-president since 1954. He joined 
New York Life in 1951 after 15 years 
in various phases of actuarial research 
with Metropolitan Life. 

Mr. Sweetser joined New York Life 
in 1937 and was made an assistant 
vice-president in 1954. 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, Californie 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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LIVING INSURANCE IN ACTION 





The Man from Equitable who helped to send 53 children to college 


During a dull evening not too many months 
ago, The Man from Equitable was browsing 
through his files. To his surprise, he found 
that 53 boys and girls were going to college 
as a direct result of Equitable policies he 
had sold their fathers. 

Then he recalled what his agency man- 
ager had said a long time ago. A good in- 
come is important, of course, but being The 


Man from Equitable is far more than just a 
livelihood. It’s a way of life that brings satis- 
factions which money alone can’t buy. 

The satisfaction of knowing that 53 boys 
and girls were getting a good education. 
The satisfaction of taking an active part in 
community activities, from Boy Scouts to 
Big Brother. The satisfaction of being 
looked up to wherever he went—and getting 


a friendly smile from people he barely knew. 
It’s good, he thought, to be The Man from 
Equitable. 


Living Insurance 
by Equitable, New York 


The Equitable Life Assurance Society of the U. S., 393 Seventl. Avenue, New York 1, N.Y. 
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contracts from T he Travelers 


Businessmen are realizing more and more that life insur- 
ance can solve many business problems. And Travelers 
business life policies have particular appeal for these men, 
for The Travelers guarantees total premium costs with no 
element of uncertainty. This is the businesslike approach 


appreciated by businessmen. 


When you focus attention on business prospects you'll 


be no stranger, for The Travelers is well known through 
national advertising in leading magazines, including those 
read most by businessmen. You'll find, too, that Travelers 
sales aids and promotional materials help in making the 
selling job easier. 

See your Travelers Life Manager or General Agent for full 
information on Travelers Business Life contracts. He's as 
near as your telephone. 


The Good T. hings in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 





HARTFORD, CONN. 





